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“Poor Richard” Said— 


**All that glitters is not gold.”’ 
Promises and Percentages may be 
made to “‘glitter’—BU 
The real gold that an Agency contract puts 
into YOUR pants-pocket is the real measure 
of that contract. 
peda Lael 1924 THE RENEWAL 
INC PAID MINNESOTA 
MUTUAL AGENTS AVERAGED 
1. For Agencies less than five years old $3,500. 
2. For Agencies up to seven years old $6,000. 
3. For Agencies over Ten years old $25,000, 
REMEMBER THAT'S JUST RENEWALS! 
These men know how real gold glit- 
ters—and they know it paid them 
to get and keep an Agency contract 
that is right. 
On Agency Matters Address, 
O. J. LACY 
2nd Vice-President. 


The Minnesota Mutual Life 
Insurance Company 


Saint Paul—‘‘Where the Great North- 
west Begins.”’ 


The Minnesota etl ine $107,000,000 
Company 


Rockford, I 
Springfield, iit. 
Fort W_syne, Ind. 
South Bend, Ind. 
Terre Haute, Ind. 
Burlington, ‘lowa 
Davenpurt, lowa 
Mason City, lowa 
Pueblo, Colo. 
Louisville, Ky. 
Grand Ra ide, Mich. 
Lincoln, 

illings, Boat. 
Great Falls, Mont. 
Helena, Mont. 
Missoula, Mont. 
Columbus, Ohio 
Dayton, Ohio 
Springfield Ohio 
Toledo, Ohlo 
Amarillo 

El Paso, Texas 
Houston, Texas 
Cheyenne Wyo. 
Roanoke, Va. 





We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. 
vestigate. 


It will pay anyone interested to in- 


All communications confidential 


Address Box 54, THe SpEcTATOR, 
135 William Street, New York. 
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L. A. HARRIS 
PRESIDENT 


All kinds of 
Insurance on 
Automobiles 


Capital and Surplus - $1,376,995.89 





4,538,215.10 
5,915,210.99 


Reserves = - = = - 
Total Assets - - - 











THE UNUSUAL PROGRESS 


OF THIS COMPANY, IS 
PERHAPS, THE BEST 


RECOMMENDATION OF 
THE CALIBRE OF SERV- 
ICE IT RENDERS. 


THE EQUITABLE SURETY 
COMPANY 


JHAROLD R. CRONIN, President 
HAROLD SPIELBERG, Vice-Pres. and Gen. Mer. 


130 William St. New York City 
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Here’s the Successful Man! 


In 1925 


One Perfect Protection Man paid for $2,821,562. 
Another paid for $1,113,675. Four others paid 
for over $600,000. 2 7 others paid for over 
$300,000. 52 others paid forc over $200,000, and 
in the entire organization of over 650 under- 
writers one in three paid ee over $100,000. 
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OUR earning ability may be 100 horse power, yet, you 
may be developing only 20. It may be caused by terri- 
torial restriction. A general agent may be taking a large por- 
tion of your earnings. It may rest with the service you provide. 


Perfect Protection is the service designed for the successful 
underwriter. It goes where he goes and commands enthusi- 
astic approval everywhere, for it appeals to the prospect 
who could not be interested in life insurance alone. It is an 
adequate service which does not limit either selling ability 
or earning power—for, beside Perfect Protection, the Reliance 
Agency Contract gives the right of unencumbered commis- 
sions and the freedom of Reliance territory. 


Need one question the Perfect Protection Man’s enthusiasm 
and prosperity ? 


Perfect Protection Men are not geared to “‘snail pace’’ pro- 
gress. Neither is this institution content that its underwriters 
be other than successful in their profession, representative of 
Reliance Life and responsive to the opportunities it affords. 


If you are further interested in the Perfect Protestion Man’s prosperity, write for our booklet, “Perfect Protection—How and Why.” 
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AGENCY OFFICERS IN 
RECORD MEET 


Selection of Agents Occupies Day of 
Discussion 


CHARLES HOMMEYER IN CHAIR 


Sixteen Members Added to Association— 

H. H. Armstrong Likely to Be New 

Chairman 
By T. J. V. CuLien 

Cuicaco, Itt, Nov. 16.—Age, 
status, previous occupation or training cannot 
predetermine positively the selection of success- 
ful life insurance salesmen, but the statistics 
of teaching life insurance companies prove that 
in procuring agents better results will be ob- 
tained if preference is given those applicants 
who are generally between the ages of 26 and 
38, with at least some high school education, 
who are married and have two dependents, 
Outside of these general deductions the experi- 
ences of the various companies seemed to differ 
so materially as to preclude a definite conclu- 
sion as to the avaliability of particular types 
in the selection of prospective agents. Thus 
are the so-called advanced theories as to agency 
selection fused with the practical truisms of 
the matter by those who knew that they had in 
the past obtained splendid results from men of 
every age and type. In other words, you can 
still secure a success any place, but your num- 
ber of failures will be less if vou narrow your 
standards. 

The tenth annual meeting of the Life Agency 
Officers Association opened at the beautitul 
Edgewater Beach hotel in this city to-day. 
Charles Hommeyer, superintendent of agen- 
cies of the Union Central Life of Cincin- 
nati, as chairman, presided. In his opening re- 
marks, Mr. Hommeyer dwelt upon the history of 
the first meeting of the Association ten years 
ago, stressing the object of the organizers as 
being the same which now prevails—the consid- 
eration of agency problems and the interchange 


financial 


of ideas on the selling of life insurance. In‘ 


the ten years intervening, life insurance yearly 
paid for and amount in force has more than 
trebled. While much of this growth is due 
to the intrinsic value of life insurance, some 
credit must be given to the advance in stand- 
ards of life underwriting. 

The secretary’s report was presented by Lori- 
man P, Bingham, superintendent of agents of 
the National Life, Montpelier. In his report, 
Mr. Bingham stated that the membership in 
the Association now totaled 140. During the 
year the Cleveland Life, the Idaho State and 
the Michigan Mutual had withdrawn, while 
those which had been admitted, sixteen in num- 

(Concluded on page 10) 


AUTO FLEET RATES 


Commissioners Condemn Practice of 
Including Private Cars in Such 
Groups 


COAL MINE RISKS DISCUSSED 


Clarence W. Hobbs Reports and Decision 
to Investigate Conditions Follows 
Los ANGELES, Cauir., Nov. 16.—A _ discus- 
sion of automobile rates and compensation 
rates in the coal mining industry marked the 
Tuesday meeting of the insurance commission- 
ers in the Hotel Biltmore here. George Wells, 
of Minnesota, explained how his department 
has handled the automobile fleet proposition 
where private persons included themselves un- 
der the advantages of the lower rates for fleets. 
This brought H. O. Fishback, of Washington, 
on the floor, saying that he did not believe 
owners of large fleets of cars to be entitled to 
special consideration over individual owners 
who drive themselves or emploved trusted and 

proved chauffeurs. 

Clarence W. Hobbs, of New York, was the 
first to address the convention, submitting the 
report of the special committee on the National 
Council on Compensation Insurance. He in- 
troduced his report with remarks which were 
devoted to meetings held recently on the coal 
mining situation in the Eastern coal States 
since the report was written. 

Commissioner Button, of Virginia, then sub- 
mitted a resolution which was adopted and 
which called for a committee to investigate the 
conditions by means of conferences and inves- 
tigations with mine operators and stock com- 
pany carriers to report to the several commis- 
sioners later and to the 1927 convention with 
some sort of recommendations. 

A special report on the Chrysler-Palmetto 
case and its outcome as the result of the recent 
decision of the United States Supreme Court 
was requested, and Judge Harry L. Conn, of 
Ohio, said that he would make such a report 
at one of the future sessions. 

Howard P. Dunham, of Connecticut, also 
discussed the atttomobile fleet situation and 
said, “It is a monstrosity of underwriting to 
permit a diversity of ownership to constitute 
a group or unit for fleet rating for the very ob- 
vious reason that a common control of safety 
practice is impossible and the individuals who 
constitute any such artificial group will hold 
together only so long as they are favored with 
a discount in their rates and would vanish from 
the group the moment a penalty rate is applied 
whether or not a law against rate discrimina- 
tion exists in any State.” 

(Concluded on page 15) 


3 


COMMISSIONERS IN 
SESSION 


Acquisition Costs Main Bone of 
Contention 


MEETING HEAVILY ATTENDED 


Thirty-Eight States Represented at Los 
Angeles Gathering—Welcome from 
George I. Cochran 
Los ANGELES, CaL., November 15.—Thirty- 
six States and the District of Columbia are 
represented at the fifty-seventh annual session 
of the National Convention of Insurance Com- 
missioners in conference in the Hotel Biltmore 
in Los Angeles. The meeting was marked 
Monday, the first session, by a preliminary dis- 
cussion on acquisition cost problems which 
will be further considered at a special meetirig 
to be held Thursday afternoon the convention 
acting as a committee of the whole. The sug- 
gestion for such a meeting was made by James 
Beha of New York. Monday afternoon Com- 
missioners and company men in attendance 
were of the opinion that this question will bring 
about the leading debate of the convention. 
There are several company executives here to 
take part in these discussions and Mr. Beha in 
making a suggestion that such a special meeting 
be arranged said that a committee of company 
men opposed to New York’s acquisition rules 
principally on commissions were anxious to 
present their side of the question. These men 
are: John R. Bland, president of the United 
States Fidelity and Guaranty; Kennedy R. 
Owen, vice-president of the Standard; E. J. 
Schofield also vice-president of the Standard; 
Harvey Badgerow, vice-president of the Con- 
tinental Casualty, and V.-H. Pierson of the 
Detroit Fidelity and Surety. Other executives 
present include Jesse S. Phillips, president of 
the Great American Indemnity; W. B. Joyce, 
chairman of the National Surety; Spencer 
Welton, president of the New York Indemnity; 
W. L. Mooney, vice-president of the A®tha. 
Chas. Burras, William Wilson and James 
Henry are the representatives of the General 
Agents. The local agents are represented by 
W. H. Bennett, secretary, and Percy H. Good- 
win, chairman of the executive committee of 
the California Local Agents Organization. 
There are a number of California company 
men present, including Thos. H. Anderson, 
Liverpool and London and Globe; C. B. Cor- 
nell, Fidelity and Casualty; G. Leroy Stevick, 
Fidelity and Deposit. W. E. Mallalieu, gen- 
eral manager, and Percy V. Long, assistant 
general counsel, represent the National Board. 
The convention was welcomed to Los An- 
(Concluded on page 20) 
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INCIDENTALLY 





THE 
OBSERVATION POST 








— time ago, I do not care to say how 
\7 long, I was surprised and somewhat dis- 
mayed to find upon my desk a very voluminous 
package evidently containing a manuscript of 
unusual proportions. It was accompanied by 
a letter from Dr. H. W. 
director of the Continental Assurance Company 
and the Continental Casualty Company, of Chi- 
cago. Why the worthy doctor selected me as 
the recipient of this work or how he even got 
hold of my name I do not know. It was with 
a sigh of resignation that I went about the 
“Insurability,” which will 


Dingman, medical 


first reading of 
shortly be published by this house. It took 
only a few moments to become really inter- 
ested and when I at last fiinished it I was able 
to make a very enthusiastic report on it to my 
superiors. I doubt if there has ever been a 
book written in the insurance business which 
evidences so vast an amount of research and 
study as does Dr. Dingman’s new work. I sur- 
mised at once that the worthy medico must have 
burned a great deal of midnight oil before I 
heard from him. And so it turned out. 


* * * 


T was not until Dr. Dingman came on to 

arrange for the publication of his book that 
I met him. He does not look the studious type 
at all. A clean-cut face, well-built figure and 
pleasing personality combine to make him seem 
more like a successful doctor than a student 
and executive. Other than 
he has done little to place himself in the pub- 
lic eye. Dr. Dingman will soon be counted 
among the important medica! directors, 
has the personality to carry his honors mod- 
a wide circle of ad- 


to write this book 


for he 


estly and is sure to have 
mirers when the value of his work becomes ap- 
preciated. The fact that he is associated with 
H. G. B. Alexander is proof of his executive 
ability. 

x * * 


manager of the Life Insurance Sales 


i ia indefatigable John Marshall Holcombe, 
(foe 


Research Bureau, sends an outline of report, 


ing training of 


agents. 


just completed, concern 


Among other things, the report takes up the 


question of whether or not training makes for 
increased efficiency and its effect on conserva- 
I imagine a great many officers will be 
At pres- 


tion. 

interested in that phase of the report. 

ent there seems to be some difference of opin- 
ion about those questions. 
x * * 

CERTAIN agency supervisor in Phila- 


delphia writes that a too armorous insur- 


ance agent, forcibly tried to embrace a charming 
lady prospect of his acquaintance, resulting in 
her suing the company which employed him 
for $100,000. The suit failed in this particular 
instance but the question is whether or not it 
places life insurance solicitors on a plane with 
ice men. 


HICAGO, which in our school days was 

known as the “Windy City,” but which is 
rapidly becoming known as “Big Shot,” Illinois, 
is subjected to an appropriate wise-crack from 
the Portland Oregonian: ‘United States war- 
ships have been ordered to Nicaragua to pro- 
tect the lives of American citizens. Funny the 
Government never sends a fleet to Chicago.” 


A ND the Herald-Examiner goes 
44 down on “Chief 
Coroner Adolph Herrman announced yesterday 


Chicago 

record with: Deputy 
that nine hours had elapsed in which no deaths 
from unnatural causes were reported. This is 


one of the longest periods on local rec- 


ords.” * * There must be at least one 
hold-up, with two dead and three dying, that 
was overlooked! Of course, there might have 
been a national convention of gun-men during 
those nine hours—but everybody who should 
Mike the Bloke, 


kindly send in your version along with your 


doesn’t go to a convention. 


next subscription. 


* * x 


66 HE first attempts made to prevent ac- 


cidents consisted of the installation of 


mechanical safeguards. It is estimated that at 


4 


the present time about one-third of industrial 


accidents are attributable to machinery, and 


that not more than one-third of these machinery 
guards. 


accidents are due to the absence of 


This leaves about 90 per cent of present-day 


accidents to be accounted for as failures on 
the part of the human subject. Reductions in 
accident rate, sometimes as great as 80 to 84 
per cent, have been effected by big steel cor- 
porations. It is estimated that one-third of 
these reductions was accomplished by mechan- 
ical means, two-thirds by organization and 
education. 

“Insurance companies could provide a useful 
incentive to further accident-prevention by 
making equitable rebates in the case of firms 
which are able to demonstrate reductions in 
accident risks. A major accident which brings 
some particular process in an undertaking un- 
der the heading of ‘increased risk’ will gen- 
erally suffice to guarantee an increase in the 
premium. 

“As recently as June, there appeared an in- 
timation that Mr. James J. Davis, Secretary of 
Labor, had called a conference to consider the 
prevention of industrial accidents. Mr. Davis 
states that the fatal industrial accidents in the 
United States probably exceed 23,000 a year, 
and non-fatal accidents 2,500,000. The wage 
loss exceeds a billion dollars annually, the 
working days lost are estimated to be 227,- 
169,970, and Mr. Davis is advised by experts 
that 85 per cent of these accidents are prevent- 
able.”—The Journal of the National Institute 


of Industrial Psychology. 


4 





“SMOKE” 





A LL good fun has its trouble. That's not 
a oa 


1 quotation from anybody: it just hap- 





a quotation like that—on all good type- 
writers. Now that I have handed myself q 
faded forget-me-not, I'll get down to business. 
Many 
golfer in Pennsylvania established a new rer. 
ord. When he finally hit, the ball—just fike 
many of them do during a golf match at an 
insurance convention—it sailed through the air, 


pens 


have attempted a hole in one, but q 


breaking the glass window of a fire alarm box, 
and rolled against the controlling lever. Sey. 
to the alarm but 
found no fire. The golfer apologized and said 
it was the longest shot of his career—if it haq 


eral companies responded 


only gone straight! 
* ok Ox 
Senne are a lot of more marks in Berlin 
to-day. In fact, many of the people who 
walk along Unter den Linden are all marked 
up. This is how it all happened—this let-down 
is dreadful, I know: a swarm of bees hovered 
ne sunny day high up on the house-fronts of 
Berlin. The firemen were called away from 
their beer and the swarm was 
sprayed with a small stream and this caused 


A fireman took a 


pretzels and 


the bees to bunch together. 
chance on a ladder, but his appearance in their 
midst was resented, whereupon there was muc! 
stinging up and down Unter den Linden. But 
the queen bee didn’t like the rough way her 
hoy friends were acting and buzzed off—right 
into a cage-like box one of the firemen was 
holding. The boys went to the poor thing's 
* * Now to 
sublime, at the 


rescue only to get trapped! 
go from the ridicutous to the 
fire station a record is kept of all people who 
have bee hives and when a swarm is lost anda 
catch is made, the various bee-owners are no- 
tified to come and calm their property. 
* ok Ok 

HERE is a town in this world which has 

not had a fire in 600 years. It has a 
Most of the houses are 
insured against fire. Unfortunately, this town 
United States. It is the little 
* * * JT wonder if 


population of 1200. 


is not in the 
town of Ahun, France. 
in this country there is a town of that size 
that can boast of not having had a fire during 
the past sixty years? 
* ok x 

READ an article in the New York Times 

to the effect that the Honorable William 
Philips, American Ambassador to Belgium, at- 
tended the marriage of Astrid of 
Sweden to Crown Prince Leopold of Belgium. 
The Ambassador was attired in his evening 
clothes, although the wedding was a morning 
affair. Why? Ambassa- 
dor Phillips must have sent his cutaway, the 
night before, to the tailor’s and the shop caught 
on fire. The tailor probably not only lost his 
own shirt but also the Ambassador’s pants. I 
hope the tailor carried fire insurance! 


Princess 


I venture a guess. 
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KANSAS RATING ORDER UPHELD 

HE question as to the most accurate 
T method of computing underwriting 
profits and losses in fire insurance, which 
the National Convention of Insurance 
Commissioners decided was on the basis 
of premiums earned, less losses and un- 
derwriting expenses incurred, has been 
decided differently by the Kansas Su- 
preme Court. In the case involving the 
order of the Kansas Insurance Depart- 
ment that fire insurance premiums should 
be reduced, the Kansas Supreme Court 
upholds the justice of the order reducing 
rates, that the entire 
premium, whether earned or unearned, 


maintaining 


should be regarded as income, and from 
such income should be deducted losses 
However, 
there seems to be a sort of technical res- 


and expenses actually paid. 


ervation, for in the decision it is stated 
that : 


A method of computing profits is sound in 
evidence shows that it 
reaches a sound result. 
as sound when (1) it treats 
penses as being substantially more than the 


amount necessary to pay them, and (2) disre- 


law only when the 
It cannot be regarded 
losses and ex- 


gards 65 per cent of the unearned premiums 
without a showing of the amount, if any, of 
expenses and plaintiffs 
can properly contend that any part of their 
underwriting receipts should be set aside as a 


losses. Before the 


reserve to pay future losses and expenses on 
existing policies, and for that reason deducted 
from such receipts in computing their profits. 
it was incumbent them to 
amount for that purpose and that 


upon show the 
necessary 


tact 
losses and ex- 


were in paid 
fund. If future 


Penses, on existing policies, are in fact paid 


such expenses and losses 


trom such 


from future receipts, there is no reason for 
allowing the setting aside of such reserve. In 
this case the plaintiff contended that the un- 
earned premium, or premium reserve, should 
not be taken into account in computing their 
these unearned 


premiums which ultimately become surplus, to 


profits, and yet it is same 
be disbursed to stockholders as dividends, or 
retained as additional surplus, adding to the 
used in the insurance 


value of capital and 


business. 

When a fire insurance company writes 
three-year policies and receives the 
premium thereon in the current year, the 
premiums certainly are not entirely 
earned in the first year, for fires are just 
as apt to occur in the third year as in the 
It could 


be assumed that the company ceases to 


first year under such policies. 


write new business at the end of the cur- 
rent year and continues to carry its insur- 
ance in force until its expiration, say 
three years hence. The unearned premium 
reserve, which is required by statute in 
practically all of the States, would be 
used to pay losses and expenses accruing 
after the end of the current year and 
until the expiration of all policies in 
force. To treat premium receipts of the 
current year on policies extending into 
future years as though earned, and with- 
out regard to the liabilities assumed for 
losses in future years, would produce a 
misleading result as to the earnings of 
the current year, and, as a logical se- 
quence, might be regarded as warranting 
the payment of such alleged profits as 
dividends to stockholders. Then the 
policyholders would be minus that much 
protection in future years. If, however, 
the protection of the unearned premium 
reserve for the later policy years is re- 
quired (as it is in most States), it seems 
difficult for the average mind to grant 
that the unearned premium reserve can 
be logically considered on underwriting 
profit of the current year, and at the 
same time be a legal and equitable obliga- 
tion as against loss or cancellation re- 
quirements in future years. It, therefore, 
seems wise for the fire insurance com- 
panies to carry this case to a higher 
court for adjudication of the important 
principle involved. 

ERHAPS the fire prevention week 

campaign can be given credit for 


having been instrumental in reducing the 
fire loss in October last. 
cause, however, the fact remains that the 
record of the Journal of Commerce shows 


Whatever the 


5 


that the fire waste in the United States 
and Canada last month was but $14,877,- 
000, which is the lowest amount of loss 
in any month since October, 1919. Never- 
theless, even with the lowered loss in 
September and October, the total loss in 
the first ten months of this year exceeded 
$322,000,000, or about $22,000,000 more 
than in the corresponding period last year 
and over $8,000,000 more than in the 
While the de- 
cline from over $52,000,000 of loss in 
April last to less than $15,000,000 in Oc- 
tober is a cheering condition, it is hardly 


first ten months of 1924. 


to be expected that the fire insurance 
business, as a whole, will show an under- 
writing profit this year. 





OW the sensational newspapers 

play up such a case as that recently 
disclosed by the report of the examination 
of the Automobile Insurance Company, 
of Hartford, is evidenced by the follow- 


ing quotation from the Evening Graphic: 


The tragic part of the swindle is, that while 
the thousands of orphans and widows who had 
all their collateral tied up in the company, and 
now find their resources considerably depleted, 
the big men of the financial world who knew 
what was happening and was about to happen, 
got out from under in time to save their for- 


tunes. But they did net take the trouble of 
informing the trust departments which had 
loaded up on this stock with money turned 


over by estates of widows and orphans. 


If the editor of The Graphic had made 
a little closer investigation he would have 
found that about 75 per cent of the stock 
of the Automobile Insurance Company 
was by another corporation, 
which, on account of such ownership, paid 
into the treasury of the Automobile In- 
surance Company in 1926 about $9,000,- 
000 out of the $12,000,000 paid in to re- 
habilitate the company and place it in its 
present strong financial condition. It 
therefore appears that “the big men of 
the financial world” not only did not get 
out from under but stood firmly back of 
the Automobile Insurance Company, 
helping it out of its financial difficulties 
and enabling it to continue business upon 
a basis which absolutely warrants public 
confidence. 


owned 





Opens Law Office 
W. Stanley Smith, who resigned his office 
as Insurance Commissioner of Wisconsin to 
enter the gubernatorial race in that State and 
lost, has opened a law office and will specialize 
in insurance law. 
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UNION NATIONAL CELEBRATES 
Florida Life Company Writes Over One 
Million in First Three Months 
The Union National Insurance Company of 


Florida, with headquarters at St. Petersburg, 
celebrated the crossing of its million dollar 
line of insurance in a period of three months 
with a big luncheon last week. The company 
officials and agents gathered af the Petroushka 
restaurant as the guests of E. A. Hassek, as- 
sistant agency director. 

John L. Davis, executive vice-president and 
medical director, told the guests their com- 
pany had made a writing record never sur- 
passed by another company. This splendid rec- 
ord in so short a period was made possible 
according to Mr. Davis, through the com- 
pany’s reinsurance contract with an Eastern 
company enabling the local organization to 
write business in any amount and with a safe- 
guard as strong as that offered by the oldest 
of the legal reserve companies. Other speak- 
ers at the luncheon were: A. T. Blocker, 
vice-president; J. C. Robertson, 
tor, and his assistant Mr. Hassek 
Willson, a director. 

Mr. Robertson, in his speech, said that the 
company has approximately $400,000 invested 
in local mortgages and is financing the erection 
of two large buildings. 


agency direc- 


and E. B. 


Texas Fraternal Congress Election 

Datias, Tex., November 13.—Judge Escar 
Floyd was elected president of the Texas Fra- 
ternal Congress, a State union of fraternal in- 
surance organizations, at the close of their two- 
day meeting in Mineral Wells, November 10. 
He succeeds B. A. Donnelly of Dallas. This 
was the twenty-sixth annual session of the Con- 
gress. 

Other officers elected were: 
ler, Dallas, first vice-president: P. 
San Antonio, second vice-president ; 
Crowdus, Dallas, third vice-president. 
Cullom of Dallas was re-elected 
treasurer for the twentv-first consecutive year. 

The retiring president was elected represen- 
tative to the National Fraternal Congress. San 
Antonio was selected as the next place of meet- 
ing. The sessions were given over to a dis- 
cussion of the problems of fraternal insurance. 


Robert J. Vid- 
D. Starr, 
Earl Z. 
John H. 


secretary- 


Southwestern Reserve Life Organizing 

The Southwestern Reserve Life Insurance 
Company is now being organized by a group of 
Southern California capitalists. The home of- 
fices will be located at Long Beach, Calif., and 
it will have a capital of $250,000 and $125,000 
surplus. 

The officers of the company are: H. S. 
Blackman, president of the Seaside National 
Bank of Long Beach, president; John S. Mun- 
holland of the City Planning Commission of 
that city, vice-president, and W. J. Bryan, for- 


merly of the International Life, is vice-presi- 
and manager of agencies. 


dent 


Holds Meeting for Blind Life Insurance 
Men 

The first step towards developing a Na- 
tional movement in behalf of blind life under- 
writers will take form at a meeting of the 
Philadelphia Association of Life Underwriters 
at the Bellevue Stratford on Wednesday even- 
ing when addresses will be delivered by Julius 
Jonas of New York city; Captain Frank 
Schoble, a University of Pennsylvania grad- 
uate who was blinded during the World War 
and who has done such fine work for blind 
veterans; Henry Robbins; Harry Keefrider 
and David Sillman, all blind life insurance un- 
derwriters. Dr. O. H. Burritt, principal of 
the Pennsylvania Institute for Instruction of 
the Blind at Overbrook, will also speak. 





The idea in appointing a committee of the 
Philadelphia Association of Life Underwriters 
in the interest of blind underwriters is no 
merely to give formal recognition to the 
courage of such men but to develop, if Possible, 
in co-operation with them a plan for enabling 
them to obtain at least some of the adyan. 
tages, so far as reading matter is concerned, 
enjoyed by underwriters possessing their fyl] 
vision. 

It is believed that there are now in process 
of development improvements in the Braille 
System which will permit of the production oj 
suitable reading matter at cost that would rep. 
der possible the frequent distribution of cy. 
rent insurance information and ideas among 
the blind. 
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LET US BE THANKFUL 


As we go about our daily duties we sometimes lose 
sight of our good fortune in having chosen life 1nsur- 
We may not be sufficiently 
thankful that we are employed in meeting humanity’s 
principal need. and in return getting humantty’s 


We should always be thankful that this work 1s 
noble and honorable and followed by men of true 
character and lofty purpose, and that the business has 
spread far enough to prepare a way for our coming. 
We should, therefore, have the deepest sense of grati- 
jude that our vocation ts pleasurable, profitable, and 
shat our earning power 1s unrestricted. 


A great continent has set its seal of approval on life 
insurance as the best means known to men for serving 
Today the whole world looks upon our 
business with newer and greater appreciation. 
joy then we should eagerly reach out for the tasks of 
tomorrow, and as the new day dawns we should rise to a 
full realization of our responsibility and go forward 
with heart-throbs of sentiment, friendliness, consider- 
ation, the desire to do and a high and proper regard 


Look around you and be thankful that you chose 
to make life insurance your life work. 


Insurance Company of America 
EpwarpD D. DuFFIELD, President 
Home Office, Newark, New Jersey 


With 


The Prudential 
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PILOT LIFE BUILDING 





To Construct New Home Office on 
Suburban Site 





HAS 100 ACRE PLOT 





Company Built Southern Life and Trust 
Building, North Carolina’s First 
Skyscraper 
Sedgefield is one of the prettiest and most 
exclusive suburbs of Greensboro, N. C., and 
there the Pilot Life Insurance Company will 
build its new home office building. It will be 
erected in such a way that it will readily lend 
itself to economical and unlimited extension. 
The natural beauty of the 100 acre building site 
will be enhanced by landsveaping which will 
match the perfection of the building. The com- 
pany will provide athletic grounds for the 
recreation of its employees and will supply 
those who live in the town proper with bus 

service to and from the home office. 

The Pilot organization has a reputation for 
building, having erected the first really large 
building in the State, which is the Southern 
Life and Trust building, North Carolina’s first 
skyscraper. From a small office on the first 
floor taken by the Pilot Company when the 
building was completed it expanded until it 
occupied the four top floors. 

A. W. McAlister, president of the company, 
said among many things when announcing the 
plans for the new building: 


The decision of the Pilot Life Insurance 
Company to move from the center and to lo- 
cate at Sedgefield was reached after the officers 
had given to the subject study and investiga- 
tion for a period of over two years and after 
the most eminent office management engineer 
of the country had made a careful study of 
the plan and had given it his unqualified ap- 
proval. In fact, he has given his opinion that 
there is no location to the best of his knowl- 
edge anywhere in the country that possesses 
such possibilities as the location which has 
heen selected for the home office building of 
the Pilot Life Insurance Company. 


Life Insurance Sales Fall Off in October 

The production of new life insurance by 
United States companies was 6.5 per cent 
greater during the first ten months of this year 
than during the corresponding period of 1925. 
This ten-month increase is shown despite a de- 
crease of 2.3 per cent in the amount of new 
business written during October of this year. 
These facts are shown by a statement for- 
warded, late last week, by the Association of 
Life Insurance Presidents to the United States 
Department of Commerce for publication. The 
compilation aggregates the new business rec- 
ords—exclusive of revivals, increases and divi- 
dend additions—of 45 member companies, which 
have 81 per cent of the total volume of life 


ELTON R. SHAW APPOINTED 
Becomes Supervisor of Agents of Girard 
Life 
The Girard Life Insurance Company of 
Philadelphia announces the election of Elton 
R. Shaw as supervisor of agencies. Mr. Shaw 
was formerly with the Central Branch of the 
New York Life in Chicago where he made a 
splendid record in personal production and was 
a frequent speaker on life insurance topics at 

various conferences, luncheons and clubs. 

Prior to taking up life underwriting as a pro- 
fession several years ago, Mr. Shaw was na- 
tionally known as an educator, author and lec- 
turer. Data found in the International Blue 
Book, Who’s Who in America and Who’s Who 
among North American Authors give the in- 
formation that the sixteen following 
graduation from Ohio Wesleyan University in 
1907 were given to graduate study, teaching in 
Ohio Wesleyan and Kansas Weslyan, where 
he was Dean of the College of Speech Educa- 
tion and later of the College of Commerce, 
financial, business and executive secretary of 
the Intercollegiate Prohibition Association, di- 
rector of college conferences of the Commis- 
sion on Life Service and executive secretary 
of the joint committee on older hoys’ cnfer- 
ences in the Methodist Episcopal Church. 

Mr. Shaw is author of eight books which 
have had a sale of more than a million copies 
and has delivered thousands of addresses in 
some thirty States, including some four hun- 
dred colleges and universities. 

During the past summer he was heard at 
several insurance gatherings, including the big 
central department meeting of New York Life 
at the Palmer House in Chicago and the Co- 
lumbus Mutual Convention in Columbus. 


years 


insurance outstanding in all United States legal 
reserve companies. 

For the ten-month period, the total new busi- 
ness of all classes written by the 45 companies 
was $9,151,000,000 against $8,592.000,000 dur- 
ing the same period of 1925—an increase of 6.5 
per cent. New ordinary insurance amounted 
to $6,316,000,000, against $6,091,000,000—a gain 
of 4.4 per cent. Industrial amounted to $2,- 
102,000,000, against $1,927,000,000-—an increase 
of 9.1 per cent. Group amounted to $688,000,- 
000, against $574,000,000—an increase of 19.9 
per cent. 

For the month of October, the total new 
business of all classes was $907,000,000, against 
$928,000,000 during October of 1025—a de- 
crease of 2.3 per cent. New ordinary insur- 
ance amounted to $618,000,000, against $617,- 
000,000—an increase of .2 per cent. Industrial 
amounted to $227,000,000, against $257,000,000 
—a decrease of 11.8 per cent. Group was $62,- 
000,000, against $54,000,000—an increase of 


14.5 per cent. 


TRAINING OF AGENTS 





Research Bureau Issues New Report 





RESULTS ANALYZED 





Ways and Means of Arranging and Pre- 
senting Courses Outlined 


The Life Insurance Sales Research Bureau, 
of Hartford, at the request of the Association 
of Life Agency Officers has been engaged dur- 
ing the past year in a detailed survey of the 
methods used in training life insurance agents. 
The result of this investigation is a published 
report on training of agents. Bureau repre+ 
sentatives have studied and analyzed over thirty 
correspondence courses and_ attended oral 
classes. Questionnaires and personal contact 
with agents, local managers, educational direct- 
ors and home office executives have brought to 
light a number of interesting company expe- 
riences and personal opinions. 

What is the actual value of training? Does 
it really make for increased efficiency? Is it 
worth the cost? Does training have any effect 
on conservation? What are the best methods 
of training for a company to employ? These 
and other questions about which there has been 
so much discussion during the past few years 
are attacked in the report, and their solutions 
taken up in the light of gathered facts and 
opinions. The first part of the report is a gen- 
eral summary and with kinds and 
methods of training, value of training, and its 
relation to other phases of life insurance. The 
importance of coordinating training with 
selection and supervision is emphasized, and 
methods of accomplishing it are discussed. 
The advantages and disadvantages of the three 
methods of training—correspondence courses, 
home office and field schools, and institutional 
schools—are reviewed. 

These three methods are then treated in- 
dividually, a section of the report being devoted 
to each. Typical correspondence courses are 
outlined and analyzed and company practices 
with regard to handling them are described. 
The bureau offers a suggested outline tor any 
member company that inay be planning to com- 
pile a course. Oral training is taken up in the 
same way and representative company home of- 
fice and field schools are described. Institu- 
tional training is taken up along the lines of 
commercial schools, university schools and wel- 
fare organization schools. 

At the end of the report there is an appendix 
containing further descriptions and tabulations 
of company practices and experiences and in- 
cluding interesting statistical data on the in- 
creased production of trained agents. It is ex- 
pected that the report will be largely instru- 
mental in instructing new men in the profes- 
sion of life insurance. 
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A Great Artist Makes the Future Safe 








Here is an extraordinary story of a girl, only 19 years old, who has, within less than a 
year, won international fame as a great artist and also surprised the business world by a 
stroke of farsighted financial planning. 


Everyone knows something of the career of Miss Marion Talley. Only seven years 
ago, at the age of 12, she had her first music lesson. After winning musical honors in high 
school, she sang Arline in the Bohemian Girl, and was invited to sing before Galli-Curci 
and Schumann-Heink. Kansas City, touched by her voice and her youth, raised a fund 
to send her to New York and later abroad, where she studied under the great masters of 
Europe. 


Last spring, at the Metropolitan Opera House, the little Kansas City girl, now 19 
years old, made a triumphant debut before an immense audience, which included a train- 
load of loyal friends from her home town. She was an artistic sensation. Her name 
topped big head-lines in the newspapers all over the country. A simple, unspoiled girl 
from the West had won laurels for which many talented men and women have striven 
long years in vain. 


But Miss Talley began to think of the future—of things she hoped to accomplish 
financially for those she loved, and of her home city which had helped her. She, therefor,e 
insured her life in the New York Life Insurance Company for $500,000, of which $300,000 
protects her father, mother and sister by trust arrangements; and the remainder $200,000, 
as we understand, is finally to be payable to a trust company in Kansas City, and devoted, 
as she may arrange, to the musical education of talented Kansas City boys and girls who 
may be unable otherwise to secure such training. 


Through life insurance this girl, at nineteen, instantly created an estate and arranged 
a noble benefaction—accomplishments which otherwise might be hoped for only at the 
close of a long and successful life. 


There are thousands of men and women who, like this young song-bird, have dreams 
of the future and wonder how their dreams can be made realties. Miss Talley has shown 
everyone how to make such beautiful dreams come true—how, for example— 


to make life safe for themselves and their loved ones— 
to assure the permanency of a business 
to endow a church, a college, or a hospital— 


or to provide for some other cause to which they are deeply attached or for whose success 
they feel responsible. 


All such people are waiting for a Nylic agent, and the agent is looking for them. 


GET TOGETHER 


NEW YORK LIFE INSURANCE COMPANY, 
DARWIN P. KINGSLEY, President. 
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Etna Revises Salary Allotment Rules 

The salary allotment insurance rules of the 
Ftna Life have recently been revised to pro- 
vide that on contracts covering less than 250 
fives the individual policies will not be accepted 
unless a minimum monthly premium of five 
dollars is called for. While the minimum in 
each case must be equivalent to five dollars, 
oremiums can be arranged on other than 
monthly bases; however, a minimum of at least 
ten lives at that rate is required. A minimum 
of one dollar monthly on contracts involving 
more than 250 lives still applies. 

It is believed that the reason for this change 
is an attempt to reduce expenses due to book- 
keeping and accounting difficulties and to the 
high lapse ratio on cases made up of small 
policies. On the hand, in the higher 
salaried groups of clerical workers there has 


other 


been very little lapsation. 

The other rules of the A2tna Life pertaining 
to the collection of the premiums and _ the 
exemption from medical examination are in no 
way affected by the change. 


Advertising Honors to Equitable Life of 
lowa 
The Equitable Life of Iowa received unusual 
recognition in the recent advertising contest 
for the John M. Holcombe Trophy conducted 
by the Insurance Advertising Conference, a de- 
partment of the Associated Advertising Clubs 
of the World. 


for “the most meritorious, successful and _ skill- 


The winning trophy is awarded 


ful achievement in insurance advertising.’ The 
Hartford Fire Insurance Company of Hart- 
ford, Conn., was selected for this honor. From 
all other displays submitted, the judges singled 
out three for honorable mention. This honor 
was conferred upon the Equitable Life of Iowa, 
together with two Canadina life insurance 
companies. This recognition places the adver- 
tising and selling material of the Equitable 
Life of Iowa in the very forefront in the life 
insurance field of America. 


Frank F. Loomis Joins Grizzard System 

Frank F. Loomis has become vice-president 
of the Grizzard System of America, which has 
ofices in Chicago, Cleveland and Detroit. 
Lately, Mr. Loomis has been in charge of the 
advertising department of Albert Frank & 
Company; prior to that, he was insurance edi- 
tor of the Chicago Evening Post, which posi- 
tion he took after being for e’ghteen vears gen- 
eral manager of the Northwestern Department 
of the Home Life. 

The Grizzard System is a monthly budget 
system as applied to life insurance. Through 
its representation of some of the large legal 
reserve companies, it arranges with 
banks for the assured to pay his premium di- 
rectly to the bank on a monthly budget basis. 
Mr. Loomis will be at the head of the adver- 
ising department and will also give personal 


attention to the placing and the handling of in- 
surance estates. 


national 


MUTUAL LIFE TRANSFERS 
A. P. Ballau and H. W. Spence in New 
Managerial Posts 
The Mutual Life Insurance Company of New 
York has transferred Manager A. P. Ballou, 
its genial and accomplished representative 1n 
Louisville, to its Detroit agency. Those who 


know Mr. Ballou or about him are not sur- 


prised at the change. He has been markedly 
successful, and the company, recognizing and 
rewarding worth, follows its policy and prac- 
tice of making changes and promotions from 
its own field forces. 

Mr. Ballou joined the cempany in 1911 in 
its Chicago agency, and he became the com- 
October 1, 
He has made an excellent record. As a 
consistent and 
consistently progressive; as a manager, he has 
shown splendid ability, ever widening to meet 


pany’s manager in Louisville on 
1914. 
producer, his 


work had been 


the cares and duties and possibilities brought 
increasingly from year to vear. He is genial, 
a thorough life insurance man, a ready, clear 
writer upon insurance, and the type of manager 
who inspires and sustains a quiet enthusiasm in 
those The new 
position of responsibility in Detroit will give 
him a far greater scope in which to display and 
develop The 


prove 


connected with his agency. 


further his managerial ability. 
that Mr. Ballou will 


to be a great success in the field to which he 


company believes 


is transferred. 

The Detroit agency consists of 29 counties 
in Michigan. Mr. Ballou takes active charge 
in this territory on December 1. His 
quarters will be in the 
Detroit. 


head 
Penobscot building m 


Perrin H. Lowrey, district manager in the 
Memphis, Tenn., field, has been appointed as 
Mr. Ballou’s successor. 
connected with the company in 1920, joining 
the Memphis agency. In 
a district 


Mr. Lowrey became 


1922 he was made 
manager. He is a successful pro- 
ducer, and has qualified five times for the $250,- 
000 Field Club. Mr. Lowrey is of the same 
general type as the manager he is to succeed— 
a strong personal worker, energetic, with enthu- 
siasm and the ability to impart his enthusiasm 
to others. The company promotes him with 
confidence in his fine abilities and powers. He 
will begin his work in Louisville on Decem- 
ber 1, 1926. His headquarters will be 312 
South Fourth street. 

H. Wibirt Spence will assume managership 
of the company’s Grand Rapids agency on 
December 1, 1926. The company has recently 
made some radical changes in Grand Rapids 
and has greatly altered ‘ts territorial bounda- 
Mr. Spence is familiar with the condi- 
tions and problems of constructive work pecu- 
liar in the Grand Rapids field, and the company 
looks forward to his success there. 


ries. 


The Grand Rapids Agency consists of 39 
counties in Michigan, a number of these being 
counties of the Southern Peninsula recently 
added. Mr. Spence will begin operations in 
the changed territory on December 1. His 
headquarters will be in the Building and Loan 
building. 


Union Mutual Life of Des Moines 
Operating 
Des Mornes, Iowa, 15.—The 
Union Mutual Life Insurance Company of Des 
Moines, began its 
month of April of this year and qualified for 
its Iowa license on July 1 with an issued busi- 
ness of over three hundred and _ twenty-five 


November 
organization during the 


The company is organized 
as an old line legal reserve mutual company 


thousand dollars. 
having for its officers those of the Union Mu- 
tual Casualty Company which licensed 
September 10, 1920—Wm. Schulz, Jr., presi- 
dent and general manager, and C. G. Schulz, 
vice-president and secretary. 

The company operates both as an agency and 
a direct-mail company, its agency activities be- 
ing confined to Iowa where it is represented 
largely by the field connections of the Union 
Mutual Casualty. It is, at present, writing in 
the conventional forms, 
twenty-payment life and endowment at 65. It 
is planned to add other policies as the demand 
for them makes itself manifest. 

The company is not licensed outside its home 


was 


Towa ordinary and 


State and at present does not contemplate ap- 
plying for a license from other departments. 
In its direct-mail department it offers a life 
expectancy term policy for amounts not to ex- 
ceed $2000 on a non-medical basis. This busi- 
ness is as carefully underwritten as a good in- 
spection permits and approximately 60 per cent 
of the business applied for is issued. 


Thrift Committee Appointed 
The National Association of Life Under- 
writers has appointed a committee of four to 
co-operate with the National Thrift Committee 
of the Y. M. C. A. on the observance of Na- 
tional Thrift Week, January 17-23. One day 
will be set aside for the consideration of insur- 


ance. The representatives are: Graham C. 
Wells, Winslow Russell, Edward A. Woods 
and Vincent B. Coffin. 

Commissioner Barfod Revokes Licenses 


Following the hearing at which Commissioner 
Finar Barfod, of Pennsylvania, cited 26 fra- 
ternal orders to appear, he revoked the licenses 
of the Royal Order of Menelik and Princesses 
of Abyssinia of America, of Newnort News, 
Va., and the Supreme Lodge of the National 
Ideal Benefit Society, of Richmond, Va. 


Death of Alfred S. Niles 
With deep regret the many friends of Alfred 
S. Niles will learn of his death last week. He 
had been counsel and treasurer of the Balti- 
more Life, of Baltimore, Md., for 42 years, 
and he was held in high esteem by all con- 
nected with the company. 


Eureka-Maryland’s Ordinary Campaign 

The annual autumn ordinary campaign of 
the Eureka-Maryland, of Baltimore 
October 18 to October 25, vielded $4,160,015 
of new business. 


from 
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Selection of Agents 
(Concluded from page 3) 

ber, were: Excelsior Life of Canada, Equi- 
table of Washington, National of Canada, In- 
ternational of Missouri, Home of New York, 
Shenandoah, Grange, United States, Seaboard, 
Columbia of Nebraska, Mutual of Maryland, 
Continental of Illinois, Midwest of Nebraska, 
Union of Arkansas, Columbian Mutual of Ten- 
nessee, and the Western and Southern. 

Following the acceptance of Mr. Bingham’s 
report, Mr. Hommeyer introduced C. H. Arm- 
strong, superintendent of agents of the Travel- 
ers, as vice-chairman of the Association and 
chairman of the program committee. Mr. 
Armstrong, in introducing the first topic for 
discussion, “Agency Building,” said in part: 
“It is through the agency officers’ efforts that 
the work of the company passes on the agency 
staff and the insuring public, The destiny of 


the company is in the hands of the agency of-, 


ficers. His greatest work is in constructive 
agency building. Even though quotas. written 
increase, the number of agents must increase 
or this work will be a failure. The only limita- 
tion to the sale of life insurance is manpower. 
More life insurance is sold when there are 
more and better salesmen. To properly build 
an agency staff, it is therefore essential that 
proper analyses should be made of the pro- 
spective agents in order that those types may 
be invested in which are more adjustable to 
training than any others.” 

D. J. Bloxham, assistant superintendent of 
agencies of the Travelers, gave some very in- 
teresting statistics on the findings of his com- 
pany in the selection of agents. As to age, 
by far the most desirable were those between 
26 and 35 years, with chances three to one of 
greater persistency among married than single 
men. As to sources, he stated there were five 
classes with most favorable showings. In or- 
der, they were: Accountants and bookkeepers, 
instructors, railway agents, bankers and mana- 
gers or small business owners. Previous sales 
experience he found to be of little or no value. 
Among the qualities most essential he found 
of most importance endurance, self-financing 
ability, ambition, courage and loyalty. 

The second speaker on this topic was James 
W. Whitmore, agency manager of the Phoenix 
Mutual. Mr. Whitmore’s company is the pio- 
neer in agency selection and training, and its 
results have well justified its work in this con- 
nection. The company’s goal is an average of 
paid-for business per agent of $250,000 per 
annum, and present indications point to this 
year an average per man of $180,000. As an 
indication of the case for selection practiced by 
the Phoenix Mutual, he stated that sixteen 
out of every seventeen applicants for an agency 
during the past year were rejected as _ not 
meeting up to their standards of requirements. 
Many of the statistics brought out by Mr. 
Bloxham were corroborated by the experience 
of the Phoenix Mutual. In only one item was 
there material difference. The latter company 


shows a greater record of success with men 
who have had previous selling experience. 
The subject of how to find the agent was 





opened by C. A. Carpenter, of the National 
Life of Canada. In part, Mr. Carpenter said: 
“The influence of a man in his community and 
what he does there means more than his past, 
His service and worth in community connec- 
tions is tremendously important. We are un- 
alterably opposed to newspaper advertising in 
selecting agents. 

“A public idol is not likely to succeed be- 
cause he is not willing to pay the price in hard 
groundwork. Employees of life insurance 
companies are the best group possible for fu- 
ture salesinen.” 

Walter FE. Webb of the National Life of 
U. S. A. brought the viewpoint of the younger 
company to the front when he stated the neces- 
sity to find men to work which denied the 
possibility of the selection measures of the 
older and larger companies. He also cited the 
fieids from which his more successful men 
came. 

W. T. Shepard, of the Lincoln National, 
gave the principal source of his new agents as 
being first from the agents, themselves, and, 
secondly, from old policyholders. He told of 
two agencies composed almost exclusively of 
agents who were first policyholders. 

W. W. Jaeger, of the Bankers Life of Iowa, 
stated that the loyalty of the company to its 
men made the source of agents for his com- 
pany unquestionably from its own men. He 
decries the practice of taking agents of other 
companies and pronounced the failures in this 
class to far exceed the successes. 

As the afternoon session opened, it was a cer- 
tainty that all previous attendance records of 
the Association had been broken. With 250 
registrations, the best former record was ex- 
ceeded by nearly fifty. 

The nominating committee reported its de- 
liberations over the filling of the vacancies in 
the executive committee caused by the expira- 
tion of the three-year terms of office of Chair- 
man Charles Hommeyer, Philip Burnet of the 
Continental and H. J. Miller of the Metro- 
politan, naming Lorimer P. Brigham of the 
National Life, Frank H. Sykes of the Fidelity 
Mutual and W. T. O’Donohue of the Jeffer- 
son Standard. 

The election of officers by the executive com- 
mittee takes place Wednesday, the probable 
appointments being H. H. Armstrong of the 
Travelers as chairman; Robert K. Eaton of 
the John Hancock as vice-chairman, and John 
Marshall Holcombe, manager of the Life Insur- 
ance Sales Research Bureau, as secretary-treas- 
urer. 

The topics for discussion during the after- 
noon were “Selling the Job to the Prospective 
Agent” and “Speeding Up the Sales Force.” 
These subjects were covered in admirable 
fashion by several speakers, with Dr. John A. 
Stevenson, vice-president of the Equitable Life 
of New York, winding up the program in one 
of the best addresses of the day. Chairman 
Hommeyer, in his concluding remarks, com- 
mented on the worth of the meetings and sug- 
gested to the executive committee that the en- 
tire record of the day’s proceedings be put into 
printed form to be distributed to all the agency 
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managers of the company members of the As- 
sociation. 

Mr. Hommeyer, who is active in Sunday 
School work in his home community and whose 
wife’s father, grandfather and greatgrand- 
father were ministers, furnished the assembly 
with considerabie amusement in his closing re- 
marks by absent-mindedly saying, “We will 
now close the service.” 

Dr. Stevenson derided the idea that a man’s 
occupational classifications had anything vital 
to do with his prospects of success in the life 
insurance business, though various previous 
speakers had presented figures intended to show 
that school teachers or bankers or book agents 
were the best groups for the recruiting of new 
life agents. He also advised agency managers 
to stop worrying about the supermen of other 
occupations in seeking agency material, and 
to work on the fairly average individuals in- 
stead. Supermen are too few, are too well 
satisfied with their present state and are not 
likely to get down to hard study to learn the 
insurance business. He said the science of 
selecting agents is still pretty undeveloped and 
that the big job in his mind is to help the new 
men already in the business and not to worry 
so much about hunting up more green men. 
The use of training courses was boosted, Dr, 
Stevenson stating that his company’s older 
agents took to them more enthusiastically than 
the new men and that results in second-year 
business showed much better improvement 
when the agent had taken the instruction 
courses throughout his first year, whereas non- 
students’ second-year production fell off 10 to 
20 per cent on the average. 

Other afternoon speakers were W. W. Penny, 
assistant superintendent of agencies for the Sun 
Life of Canada; O. J. Lacy, second vice-presi- 


dent of the Minnesota Mutual; J. Ream, 
assistant superintendent ‘of agencies for 
the Mutual Benefit; James A. Fulton, 
vice-president of the Continental Life of 
Delaware; W. C. Schuppel, superintend- 
ent of agencies, Oregon Life, and H. 
M. Holderness, superintendent of agencies, 


Connecticut Mutual. These men talked of 
methods of showing prospective life salesmen 
the possibilities of the life business as a serv- 
ice to mankind and in personal remuneration of 
the agent the fact that first year’s returns to 
the average salesman of live instirance would 
be moderate, but that after some financial sac- 
rifices in the early years the returns would 
steadily increase to a very substantial and regu- 
lar income with the renewals giving a Sta- 
bility unequalled in most other business lines. 

Sales promotional methods were discussed 
with clubs, quotas, contests, conferences and ad- 
vertising material as featured aids. The use 
of daily report systems by both new and old 
agents was advocated as absolute assurance of 
increased business and also an aid in establish- 
ing agents in good habits of industry. 

James A. Fulton of the Continental advo- 
cated a national advertising campaign on 4 
large scale to put over in the public mind the 
real value and importance of the life insut- 
ance agent and his profession. 
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LIFE AGENCY OFFICERS’ BANQUET 
Rev. George Cc. Stewart, Douglas Malloch 
and Harold C. Kessinger Were 

Speakers 

CuicacF, Ixt., Nov. 16.—Close to 300 guests 
gathered in the beautiful ball room of the 
Edgewater Beach hotel here this evening to 
enjoy the splendid banquet and entertainment 
of the Life Agency Officers Association as ar- 
ranged by Master of Revels C. M. Cartwright, 
of the National Underwriter, and fellow news- 
paper men of the insurance journals. The 
three speakers were Rev. George Craig Stew- 
art, chaplain of St. Luke’s Church at Evans- 
ton: Douglas Malloch, poet of the West, and 
Harold C. Kessinger, the “Boy Orator” of the 
Illinois State Senate. The program was man- 
aged admirably by C. I. Hitchcock of the In- 
surance Field, who introduced the speakers. 
Employees of the Continental Assurance and 
the Federal Life, together with professional 
performers, added to the entertainment during 
the dinner. 


Advanced Life Insurance 

Under the above title there has been pub- 
lished by John Wiley & Sons a book well de- 
signed to assist agents and others in the life 
insurance business toward a more advanced 
knowledge of their business. It is also the 
aim of the author to have the book serve as 
a text book for more advanced insurance 
courses in universities, and as an aid to those 
preparing for actuarial careers. The author 
is Charles K. Knight, Ph.D., professor of in- 
surance, Wharton School of Finance and 
Commerce, University of Pennsylvania. 

The book proper embraces 20 chapters, the 
subjects treated therein being as follows: 
Nature, Development and Recent Experiences; 
Companies and Contracts; Interest and Prob- 
abilities; Mortality Tables; Net Single Pre- 
miums; Pure Endowments and Annuities: 
Commutation Columns D and N; Net Single 


Premiums; Insurance: Columns C and M; 
Net Level Premiums: Commutation Columns 
R and S; Conversion Tables: Gross Pre- 


miums: Loading; Valuation; Valuation and 
Expenses: Legal Requirements; Cost of In- 
surance or Death Strain; Costs (Continued) ; 
Return on “Investment” Element; Insurance 
on Sub-Standard Lives; Total-Disability and 
Accidental-Death Benefits; Government Super- 
vision and the Management of New Companies ; 
Reinsurance in Life Insurance; Group Insur- 
ance; Industrial Insurance; Accident and 
Health Insurance; Fraternal Insurance. 

In addition there are four appendices deal- 
ing with Compound Interest Tables; Ameri- 
can Experience Table of Mortality: Derived 
Tables; Commutation Columns—American Ex- 
perience: Three Per Cent: Select Mortality 
Tables. There is also a copious index occupy- 
Ing ten pages, and there are numerous sub- 
titles under each of the main chapter heads. 
“Advanced Life Insurance” is a well printed 
and bound book of 425 pages, which will be 
found of great service by students, particularly 
those who have some knowledge of the in- 
surance business and who wish to augment and 


perfect their information. The book sells at 
$5 per copy and orders will be filled by The 
Spectator Company. 


The A BC of Life Insurance 

An exposition of the elementary principles 
of life insurance is presented so clearly in The 
A B C of Life Insurance, that they are read- 
ily comprehended by those who have not made 
them a study. This standard book is written 
in such simple language that person 
acquainted with the plain rules of arithmetic 
can readily understand it. The explanations 
and examples are presented in such easy style 
that any man reading them will be readily con- 
vinced that the foundations upon which the 
great business of life insurance is built are ac- 
curate and logical. 

The A BC of Life Lnsurance, published by 
The Spectator Company, was originally com- 
piled and written by the late Charles E. Wil- 
lard, who was prominent during his time as 
president of a life insurance company located 
in New York. The latest edition has been 
entirely rewritten, enlarged and improved by 
Millard Keys, A. M., Associate of the Actu- 
arial Society of America, and he has so pre- 
pared the latest edition that any intelligent man 
entering the business of life insurance can, 
in a few hours’ study of this excellent text- 
book, absorb the fundamental principles of life 
insurance. This work explains mortality tables, 
net premiums, gross or office premiums, re- 
serves, valuation with allowance for initial ex- 
pense, loans, surplus, dividends, terminations 
and surrender values, plans of insurance, dis- 
ability benefits and double indemnity, group and 
industrial insurance, certain conditions in pol- 
icy contracts, applications, risks, medical 
examinations, State supervision, and annual 
statements. It also contains a number of mor- 
tality and other tables. The student who will 
devote a few hours to the study of this little 
book will be in position to understand clearly 
the basic methods of the life insurance system, 
and every agent should possess a copy of it. It 
is sold at $2 per copy, in silk cloth binding, with 
liberal discounts for quantity orders. 
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Death of L. H. Clampit 

Dr. Louis H. Clampit, vice-president and as- 
sociate medical director of the American Bank- 
ers Insurance Company of Chicago, died at his 
home in Jacksonville, Ill., on Tuesday morn- 
ing, November 2, as the result of a stroke of 
apoplexy. Dr. Clampit had been on the official 
staff of the company since its organization 
twenty years ago. He served as its chief med- 
ical director until about two years ago, when 
because of his failing health, he became asso- 
ciate medical director, and the burdens of the 
principal position were assumed by Dr. Myron 
W. Snell. 

Dr. Clampit was associated with President F. 
H. Rowee in the organization of the American 
Bankers as a mutual company twenty years 
ago. For the past ten years he has been a vice- 
president and a valued member of the com- 
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INDUSTRIAL INSURER’S 
MEET 
Sessions in Jacksonville Promise 
Large Attendance 


EXECUTIVE COMMITTEE MEETING 


Morning Sessions Will Give Place to 
Pleasure in Afternoons—Excellent 
Program Arranged 
[Special Dispatch from a Staff Correspondent] 

JACKSONVILLE, Fra., November 16.—All 
signs point to a large attendance at the seven- 
teenth annual meeting of the Southern Indus- 
trial Insurers’ Conference to be held here at 
the Hotel Carling Wednesday, Thursday, and 
Friday as a large number of company officials 
were here today. As usual, morning sessions 
only are to be held, the afternoon being given 
to pleasure and to get-together parties which 
to many means more than the actual business 
sessions. 

Wednesday morning is to be devoted to ad- 
dresses of welcome and responses and ad- 
dresses from several of the officers. In the 
afternoon the delegates and guests are to be 
entertained at Atlantic Beach by the three local 
companies, the Peninsular Casualty Co., the 
Gulf Life Insurance Co., and the Independent 
Life and Accident Insurance Co, Weather per- 
mitting, bathing will be indulged in, followed 
by dinner in the Casamarina Inn hotel. 

Thursday and Friday mornings will be de- 
voted to business sessions and Thursday eve- 
ning there will be a banquet at Hotel Carling, 
followed by dancing. 

The executive committee met this afternoon 
and routine matters were taken up and the 
reports of the statistical committees were re- 
ceived and the report of the committee will be 
given to the convention at the Thursday ses- 
sion. 

Among those who are already here are C. A. 
Craig, president National Life and Accident 
Co., Nashville; J. W. Scherr, president, Inter- 
ocean Casualty Co., Cincinnati; G. R. Kendall, 
president, Washington Fidelity Insurance Co., 
Chicago; E. T. Burr, secretary, Durham Life 
Insurance Co., Raleigh, N. C.; J. R. Leal, sec- 
retary, Interstate Life and Accident Co., Chat- 
tanooga, Tenn.; R. H. Dobbs, vice-president, 
Industrial Life and Health Insurance Co., At- 
lanta; A, B. Landley, vice-president, Carolina 
Life Insurance Co., Columbia, S. C.; W. R. 
Lathrop, secretary, Southern Life and Health 
Insurance Co., Birmingham, Ala.; C. S. Drake, 
president, Empire Life and Health Insurance 
Co., Indianapolis; J. W. Blievins, Interstate 
Life and Accident Co., Chattanooga, Tenn, 








pany’s advisory board and board of directors. 
On Friday afternoon, October 29, he attended 
a meeting of the advisory board in the Jackson- 
ville office and took an active part in its delib- 
erations. Within half an hour after leaving the 
meeting, he was stricken with apoplexy and was 
taken to his home in an unconscious condition. 
He never again regained consciousness and 
passed away the following Tuesday morning. 
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GEORGE W. BURCHELL 
DEAD 





airman of Board of Queen Insur- 


Ch 
ance Company Passes 





PROMINENT IN ORGANIZATION 
CIRCLES 





veaded National Board of Fire Under- 
writers for Two Years—Was Presi- 
dent of Underwriters Salvage 
Company 

George W. Burchell, who had been ill for 
ome time with heart trouble, died last Sunday 
i his home in Summit, N. J. He was chair- 
an of the board of the Queen Insurance Com- 
a also president of the Underwriters Sal- 
= Company and a director of the Eagle 
Indemnity, Royal Indemnity and Lloyds Plate 
Glass. 

\r. Burchell was born in Brooklyn on May 
4, 1830. His first position was that of a clerk 
4 the office of the Niagara Fire. That was 
1 1%4 and a few years later he went into the 
rercantile business, but in 1871 he returned to 
iwance, working for the Phenix of Brook- 
Later, he became special agent for the 
cmany in the Eastern and Middle States, 
ntich office he held for eight years when he 
4ito go with the Queen of Liverpool as gen- 
ral agent. In 1891, the Royal 
Company absorbed the Queen of Liverpool and 





Insurance 


Queen Insurance Company of America was 
reanized te continue its American business. 
. Burchell became this 
wand finally in 1918 he was elected presi- 
3eddall. In 
1916, he was vice-president of the New 
otk Board of Fire Underwriters; in 1906 
nsident of the National Board of Fire Un- 
writers, and also in 1006 he became presi- 
etof the Underwriters Salvage Company, in 
tith capacity he served for twenty vears. 

resident Wilfred Kurth of the National 
vad appointed the following committee, 
lich represented that organization at the 
eral last Tuesday: C. G. Smith, president 
ithe Great American, chairman; E. G. Rich- 


secretary of com- 


it, succeeding Edward F. Teoh 


rs, former United States manager of the 
th British & Mercantile; Whitney Palache, 
ited States manager of the Commercial 


tion; C. W. Bailey, president of the Ameri- 
4 1 Newark. and John B. Morton, former 
“resident of the Fire Association. 


Open Adjustment Office 
NICHMOND, Va., November 13.—William A. 
"ton, Sr, has opened an independent adjust- 








it bureau in Richmond. His offices are lo- 


bted ; i ASAP ulaom 
ames Fl in the American National Bank building. 
a very large acquaintance 
Nong Virojnj- : 
Ng Virginia local agents, having served the 
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PILOT REINSURANCE INCREASES 
CAPITAL 
$400,000 Added to Company’s Funds by 
Stock Issue 

At a meeting on Wednesday of last week, 
the stockholders of the Pilot Reinsurance 
Company of New York approved the plans of 
the directors to increase the capital of the 
company from $400,000 to $800,000 by means 
of issuing $400,000 of new stock, which is to 
be sold at 200 per cent, thus adding $400,000 
to the surplus account. 

Since May of the 
Company has been in business. 
former manager in the United States for the 
Munich Reinsurance Company, organized the 
company, which transacts reinsurance of fire 
and allied lines. Mr. Schreiner is president; 
A. F. Sadler, vice-president and secretary, and 
G. Aschermann, vice-president and treasurer. 


Reinsurance 


Pilot 
Carl Schreiner, 


1925, 


Buys Local Business of Virginia Fire and 
Marine 

RicHMonp, Va., November 6.—The Daven- 
port Insurance Corporation has purchased the 
local agency business of the Virginia Fire and 
Marine Insurance Company, conducted from its 
home office in Richmond. The transaction was 
ratified by the directors of the Virginia Fire 
and Marine, at the meeting of the board held 
vesterday. 

In giving out the announcement, B. C. Lewis, 
Jr., secretary of the company, made it clear 
that the movement was not an act of retrench- 
ment on the part of the company, but was 
rather in line with the aggressive policv of the 
new management, under President Frederick FE. 
Nolting. Mr. Lewis the 
company had long felt that agents of the com- 


said that officers of 
nany in Richmond and elsewhere might feel 
that the company was acting contrary to the 
American Agency system 
Rich- 
mond, and that in removing this obstacle, he 


hest interests of the 


in conducting its own local agency in 


helieved that a closer relation between the com- 
pany and its agents would be maintained. The 
deal consummated vesterday in no wise affects 
other local agencies in Richmond with which 
the Virginia Fire and Marine is planted. 

The Davenport Insurance Corporation is one 
of the largest local agencies in Richmond. It 
represents the Liverpool and London and Glohe, 
and its insurance department is managed by 
George Warren, who is widely known among 
fire insurance men in the Southeast, and who 
at one time was president of the Richmond 
Fire Insurance Exchange. 


Royal as special agent in its farm department 
He be- 
gan his career in fire insurance as a local agent, 
in Dayton, Tenn. He has had varied and suc- 
cessful experience in the business. 


13 


in this State for a number of years. 


PRESIDENT’SADDRSSS 


Judge Harry L. Conn Before 
Commissioners 


IMPORTANCE OF AGENDA 


Speaks of Taxation of Policyholders 
Through Insurance Companies—Com- 
vulsory Insurance 
Judge Harry L. Conn, Commissioner of In- 
surance of Ohio and president of the National 
Convention of Insurance Commissioners, in his 
annual address in the latier capacity (the con- 
vention being in session at the Hotel Balti- 
more, Los Angeles, this week) was inclined to 
chide his associates somewhat upon what he 
described as “a note of willingness, indeed an 
apparent desire, occasionally, to postpone defi- 
nite action on acute issues and to pass decisions 
to other organizations or agencies.” He called 
attention to the subjects under discussion and 
to the competence of the men selected to lead 
such discussion, saying, “I am hopeful we may 
remain in these alluring precincts until a clean 
calendar obtains and if our labors are not con- 
cluded this for another while; 
indeed, if the solution of our problems requires 


week, tarry 
an indefinite stay, perhaps, while reaching ulti- 


mate conclusions, we may engage as agents 
on a ‘part-time’ basis.” 
Judge Conn continued in part: 


The convention owes it to itself to take a 
positive stand on a number of matters. For 
instance, we have in our midst, and this state- 
ment is true whether our “midst” be Califor- 
nia or elsewhere, the ubiquitous evil of un- 
authorized insurance. This matter has been the 
subject of much attention in our group from 
time to time. It is known of all men that this 
improper cover is extensively wrtten; indeed, 
it will not in this presence be startling to in- 
timate that it is favored by certain companies 
whose officials regard themselves as men of 
probity and honor. I make no charge they are 
not to be so regarded, because oftentimes the 
mechanics of a business seem to justify a cer- 
tain kind of competit’on so long as it violates 
no law other than one merely malum_ prohib- 
itum. Nevertheless, the statute is against it 
and all dealing with unlawful carriers ought to 
be prevented. It is necessary, of course, that 
it be stopped in toto and not in part, for if one 
fleet is permitted it, another cannot be denied 
it—in fact, such other would undertake ‘t, and 
claim a justification in so doing, regardless. 
The writing of this business in Amer‘ca by 
underwriters across the Atlantic who have no 
legal status here must be prevented at any 
cost; it has so many obvious objections as to 
he a matter of common obloquy. There is a 
way to deal with the evil, as was suggested a 
few years ago in an address on unauthorized 
insurance at our Minneapolis meeting. Mod- 
esty forbids me to pass encomiums upon the 
proposal then announced except to say that in- 
surance authorities throughout the country 
rather unanimously agreed that the modus pro- 
posed, that is, through Act of Congress, was 
a most feasible one. My remedy for the mis- 
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chief was not based at all upon the theory that 
the National Government has the slightest con- 
trol over insurance as a subject of commerce, 
but upon the principle that Congress has ex- 
clusive power over the posts and postroads. An 
unfortunate element in connection with this 
troublesome question which accounts in part 
for the difficulty in restricting the practice is 
that the penalties provided for the unlawful 
conduct are wholly inadequate, for, as a rule, 
they consist merely of fines, and these are not 
exacted of the real offender. The imposition 
of a money penalty does not search the human 
heart like imprisonment in a penal institution. 


TAXATION OF POLICYHOLDERS THROUGH 
INSURANCE COMPANIES 

The next matter I submit is in relation to 
the taxation of policyholders through insur- 
ance companies. The average legislator deludes 
himself into the belief that the company pays 
the bill. In my State of Ohio, we collect an- 
nually in premium taxes and departmental fees 
approximately four and one-half millions of 
dollars, one hundred thousand dollars of which 
is used for the budget of the department; in 
other words, of every forty-five dollars col- 
lected from the public by way of a premium 
tax, one dollar remains in the treasury of the 
department and forty-four dollars find their 
way into the general fund of the State. I am 
wondering on what theory the convention con- 
tinues to sit supinely by and allows this thing 
to be perpetuated. One inquires whether, 
when we shout “Amen,” as we hear this mat- 
ter decried, we are really and truly converts. 
If for the moment we be, then, like those of 
old we are of little faith, for immediately upon 
returning home we become apostates, surrep- 
titiously aiding the legislature in tacking a still 
greater burden upon the industry. 

Another and highly important subject to 
which I invite your especial consideration is 
that of the misshapen creature known as com- 
pulsory insurance. As the ghosts squeaked and 
gibbered in the streets of Rome, so that appari- 
tion flits about, seeking a sanctuary. If, in 
the wisdom of the acolytes, we are compelled 
to bear the yoke of compulsory automobile in- 
surance, why not have compulsory fire and 
later compulsory life insurance? When they 
have been properly or improperly arranged for, 
other insurances will demand to be taken into 
the family, and, having provided for all sorts 
of such covers to the satisfaction (probably of 
short duration) of those who clamor loudest 
but know the least about them, why not go into 
the banking field, and compel every adult to 
make a deposit of a certain sum of money in 
some financial institution each month,.and, bv 
way of the recapture principle, provide that if 
at the end of the year any of these institutions 
after paying all expenses shall have profited 
more than 6 per cent on their capital and sur- 
plus, the half or two-thirds or more of the ex- 
cess shall be returned pro rata to the depositor ? 
In the transportation field, under the provisions 
of the recapture clause, the excess is put into 
the general treasury. This is entirely wrong: 
the excess should be distributed to the general 
public—as well to those who did not contribute 
to it as to those who did—for if any additional 
money is needed for the State treasury, it can 
always come about by way of an increase in 
the already existing tax duplicate by levy upon 
the insurance companies and other corporations 
And, finally, after we shall have a scheme of 
compulsory insurance in these and still other 
lines of finance, why not go all the way, take 
in every activity in which mankind is engaged 
and embark upon the shoreless sea of socialism? 
T hone not to be misunderstood, but may I be 
indulged to say that while in their new depar- 
ture we shall watch the efforts of the 
ereign Commonwealth of Massachusetts and its 
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extraordinarily able Commissioner of Insur- 
ance with interest, we shall watch also with ap- 
prehension? 

None of us will deny the doctrine that, to a 
certain reasonable extent, we are our brother’s 
keeper. Admitting the soundness of the prin- 
ciple, still does it deprive us of the privilege 
of having something to say regarding the prac- 
tices our brother shall pursue? For instance, 
in a garage in my home city of Columbus, there 
is an unfortunate young man who has lost both 
arms. His ingenuity has designed a shoulder 
harness which holds to his poor stubs of arms 
small iron rods, from the outer end of each of 
which is suspended a hook. On the steering 
wheel of his automobile are upright wooden 
pegs three or four inches in height, separated 
one from another by an equal number of inches. 
The injured man himself drives the car by these 
means, guiding the steering wheel by placing 
the hooks over the pegs and pulling to one side 
or the other as occasion requires. Much as 
one sympathizes with his affliction and admires 
his ingenuity, certainly it will not be contended 
that this maimed man, however alert mentally 
he may be and whatever he might do on an un- 
frequented road, is able in a congested district 
and in time of sudden danger to manipulate his 
car with the necessary speed and accuracy. The 
lame drive, the halt drive and the blind drive, 
but the cases in which there are physical handi- 
caps are in no wise comparable to the vast num- 
ber of the mentally afflicted who assume and 
are allowed to operate automobiles. A com- 
pulsory automobile statute is not the great 
desideratum. What is needed is a real qualifica- 
tion requirement, to the end that grown-ups 
with the dispositions of savages may be 
deprived of the opportunity to commit legalized 
murder. Are the people of this country—the 
legislatures, city councils and other agencies— 
willing to allow present practices, now becom- 
ing obnoxious, to multiply in ever-increasing 
frequency and propose no alternative except to 
say, “distribute the cost throughout the coun- 
try”? In former days, a highwayman was run 
down by a posse of good citizens; now the 
good citizens are run down by highwaymen. 


A. E. GUMBS PROMOTED 

Other Changes in Sun Insurance Office 

United States Manager Preston T. Kelsey, 
of the Sun Insurance Office, has promoted A. 
E. Gumbs, of the New York headquarters of- 
fice, to the position of superintendent of agen- 
cies for the Sun Insurance Office and the Pa- 
triotic Insurance Company. Also, P. J. Priore 
and Charles Hess have been promoted, the for- 
mer to the assistant secretarvship of the Patri- 
otic and the latter to the assistant managership 
These ap- 
pointments were made last Thursday in the of- 
fice of the New York headquarters. At the 
same time, other members of the Sun force 


of the metropolitan department. 


were complimented on their long service with 
the organization. Among the latter group were 
Secretary Fred H. Sherman, who has been with 
the company for fortv-five Assistant 
Secretary P. P. Glover and Cashier A. F. Beh, 


both of whom have been with the company for 


years; 


forty-five years; also there were Miss A. G. 
Ritz, now in her twenty-eighth year with the 
Sun, and Agency Superintendent A. E. Gumbs, 
who along with Special Agent H. F. Lesch, is 
in his twenty-fifth year. There were other 
members of the staff who also received suit- 
able gifts and complimentary acknowledgment 
of their service. 
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JAMES G. BLAINEY’S NEW con. 
NECTION 
Becomes Vice-President and General Man. 
ager of Mayflower Companies 

Samuel M. Hollander, chairman of the board 
of directors of the Mayflower Fire and Marine 
Insurance Company and the Mayflower Fidel. 
ity and Casualty Company, both of Newark 
N. J., has announced the appointment of To 
A. Blainey as vice-president and manager of 
both companies. Mr. Blainey’s appointment as 
general manager of these companies was previ- 
ously reported in THE SpEcTAror. 

Mr. Blainey was, until recently, vice-presi- 
dent and general manager of the Hampton 
Roads Fire and Marine Insurance Company, of 
Hampton Roads, Virginia. . He has had , 
diversified experience in both the fire and cas. 
ualty insurance fields and is an underwriter of 
ability and knowledge. He is already engaged 
upon his new work, aiding the company’s or. 
ganization committee. He will shortly begin 
the task of building up the company’s personnel, 

The companies are expected to be ready for 
business early in 1927. Permanent offices have 
not yet been selected but temporary quarters 
are being maintained at 615 Chamber of Com- 
merce building, Newark. 





C. S. Malcolm in New Post 

Charles Stuart Malcolm has been appointed 
manager for Canada of the Motor Union, 
United British and Federated British group of 
insurance companies. For a number of years, 
he has been assistant manager in Canada of the 
Norwich Union Fire Insurance Society at To- 
ronto and one of the executives of the Canada 
Security, a subsidiary of the former company 

The death of W. B. Robertson left vacant 
the position that Mr. Malcolm now fills. Mr. 
Malcolm formerly covered the Prairie Prov- 
inces and British Columbia for the Norwich 
Union. Later he opened and managed the 
branch office of that company at Winnipeg. 


Coming Sessions of State Legislatures 

Sessions of their legislatures will be held in 
1927 in all States except Kentucky, Louisiana 
Mississippi and Virginia. Most of the se 
sions begin early in January, those comment 
ing in other months being Alaska, in March; 
Florida, in April; Georgia, in June; Hawai, 
in February; Porto Rico, in February. Unite! 
States Congress will convene on December 6 
1926. 


Kentucky Insurance Directory for 192 

The Kentucky Field Annual and Insurantt 
Directory for 1926 has been published by th 
Insurance Field Company. In addition toa di 
rectory of licensed agents arranged by town 
this book of 358 pages includes lists of licensé! 
companies, lines written, managers and gener? 
agents, underwriting organizations, and a 
statutory requirements, records of compatit 
by cities, class record by companies, and five 
year record of the respective companies. Th! 
excellent directory sells at $5 per copy and ma 
be procured through The Spectator Compatl 
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post Magazine Almanack, 1926-1927 

The Post Magazine Almanack, 1926-27 edi- 
tion, published in London, has been issued, this 
being the 86th year of that publication. As 
ysual, this book embraces a large amount of 
condensed information concerning insurance 
matters in Great Britain, giving statistics and 
facts relating to ordinary life, industrial life, 
fre, accident, marine and other insurance. 

There is an interesting summary of the chief 
insurance events of 1925, lists of insurance 
peers and M. P.’s, tables showing fire insurance 
in the County of London, lists of officers and 
members of various societies of insurance men, 
including actuarial organizations and_ the 
Chartered Insurance Institute; lists of tariff 
and non-tariff offices, and some historic fires. 

A valuable feature of this book is the Direc- 
tory of British and Colonial Insurance Offices, 
which embraces eighty pages. New companies 
registered and companies which have absorbed 
others; companies grouped according to kinds 
of business transacted, and other interesting 
features are also presented. 

The statistical tables include a synopsis of 
new business and revenue accounts of life insur- 
ance companies operating in the United King- 
dom, showing the ordinary life business; a 
table of industrial life business; a table showing 
the fre insurance business and others devoted 
to employers’ liability, personal accident, ma- 
rine and miscellaneous insurance. 

From the foregoing it will be seen that the 
Post Magazine Almanack is a very useful work 
of reference concerning affairs in 
Great Britain. Copies beund in cloth can be 
procured at $4 from The Spectator Company. 


insurance 


Auto Fleet Rates 
(Concluded from page 3) 

Commissioner Dunham then offered a resolu- 
tion which said that fleet rating was a proper 
development of the business when confined to 
automobiles of all types under a single unit but 
not when it included privately-owned cars of 
executives, employees, etc. 

Tuesday afternoon the commissioners were 
the guests of C. B. Demille at his studios at 
Culver City, where they saw scenes for the mo- 
tion picture “The King of Kings” being made, 
and in the evening they were guests of Lee A. 
Phillips, of the Pacific Mutual Life, at dinner. 
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New York Pond Committee Appointments 

The most loyal gander of the New York city 
pond of the Blue Goose, E. C. Ryan has named 
the following committees for 1926-27: 


Entertainment.—Frederick Ackerman, National 
Union Fire, chairman; Henry Borchers, North River; 
Ed. Buhler, Northern Assurance; Richard Monahan, 
Schedule Rating Office; M. S. Buchenberger, Under- 
writers Salvage Company; F. N. Smith, American; 
E. F. Rath, General Adjustment Bureau; S. R. How- 
ard, North British and Mercantile; J. D. Boniface, 
Firemens; J. C. Evans, Home; Christen Moller, Auto- 
mebile; E. V. Sullivan, THe Spectator; B. B. Weaver, 
National Liberty; M. S. Reeves, Liverpool and Lon- 
don and Globe; H. E. Maxson, Continental; H. W. 
Ellis, Phoenix Assurance; J. L. Ehrhardt, Royal; R. 


S. Kissam, Travelers; E. R. Reilly, adjuster. 
Membership.—Wallace Kelly, Yorkshire, chairman; 
Herbert L. Denny, Travelers; Waiter E. Schram, 


William A. Page, Phoenix As- 
suarnce; O. J. Prior, Standard Fire. 

Initiation—W. V. A. Keeler, American Eagle, 
chairman; M. F. Liebler, adjuster; Wm. Stedler, In- 
surance Field; A. A. Dal Molin, Insurance Company 


of North America; C. L. Simpson, National Board; 


Weekly Underwriter; 


E. A. McCaskie, adjuster; H. A. McIlroy, Queens. 

Publicity—W. S. Crawford, The Journal of Com- 
merce, chairman; Geo. A. Watson, National Under- 
writer; A. G. Hall, Insurance Advocate; Clarence 
Axman, ‘Eastern Underwriter; Walter E. Schram, 


Weekly Underwriter. 


Greeting.—Frederick W. Doremus, Sylvania, chair- 


man; W. E. Mallalieu, National Board; Carroll L. 
De Witt, Eagle, Star and British Dominions: Harold 
A. Junker, North River; C. B. G. Gallard, West- 
chester. 


Death of W. B. Henderson 

Walter B. Henderson, of Boston, head of 
the well known general agency firm of John 
C. Paige & Co., died on Monday after a linger- 
ing illness.) Mr. Henderson was held in high 
esteem by many friends in the insurance busi- 
ness, who will learn of his death with deep 
regret. 


Lumbermens to Increase Capital 
The Lumbermens of Philadelphia will in- 
crease its capital $500,0co, and will add a like 
amount to surplus by selling the new stock at 


200 per cent. 


Death of H. T. Higginbotham 
H. T. Higginbotham, general agent for sev- 
eral fire insurance companies at New Orleans, 
La., died suddenly on Monday last. 
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Windstorm and Tornado Insurance 

The contents of the new book, by Dr. Fred- 
erick L. Hoffman, entitled Windstorm and Tor- 
trado Insurance, may be briefly outlined as fol- 
lows: 

There is considerable information as to 
storms, their character and occurrence, with 
maps and other data from United States 
Weather Bureau and other records. 

The need for windstorm insurance in all sec- 
tions of the country is repeatedly emphasized 
as On pages 20, 22, 41 and 58. 

Storms and their effects in the way of de- 
struction of property, loss of life, etc., are de- 
scribed, and particular storms are mentioned 
which have occurred in 39 States, as well as in 
sections of the country not so definitely partic- 
ularized. 

Typical and destructive storms are erated in- 
dividually, and insurance agents in all parts 
of the country can draw upon the information 
in this book for examples of storm damage in 
their own or adjoining States. 

Typical rates are given and company prac- 
tices in connection with windstorm insu ance 
are described. The experiences of various com- 
panies with storm insurance and the results of 
business by States, as well as other angles of 
the business, are treated. 

This book ought to help prepare the average 
agent to press vigorously for more windstorm 
business in any section of the country. It con- 
tains 109 pages, is handsomely bound in red 
cloth, and may be procured from the publishers, 
The Spectator Company, at $2.50 per copy; 12 
copies, $28.50; 25 copies, $56.25; 50 copies, 
$106.25 ; 100 copies, $200. 


Death of E. L. Thompson 

Everett Laing Thompson, chairman of the 
Automatic Sprinkler Corporation of America, 
died last Thursday night in the Hotel Cleve- 
land, Cleveland, Ohio. He had gone there to 
attend a quarterly meeting of his company. 

Mr. Thompson was an outstanding figure in 
the automatic sprinkler business and was re- 
garded as one of its most constructive engi- 
neers. He was born in New York on Septem- 
ber 9, 1871. During the World War, Mr. 
Thompson actively co-operated in the improve- 
ment of plants producing war munitions and 
supplies. 
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ASSETS LIABILITIES —. NET SURPLUS SURPLUS POLICYHOLDERS 
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THE GIRARD FIRE AND MARINE ONSURANCE CO., Organized 1853 
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Western Department, CHICAGO, ILLINOIS, WAITE BLIVEN, Vice-Pres. and Manager. Pacific Department, SAN FRANCISCO, CAL., W. W. and E. G. POTTER, Managers 


General Agents for Southern Territory 
Florida, Loren H. Green, Jacksonville; Maryland, Poor & Alexander, Baltimore; Texas, Cravens, Dargan & Co., Houston 
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THE PURITAN LIFE CALEDONIAN INSURANCE COMPANY | 
of PROVIDENCE, R. I. Founded 1805 


“THE OLDEST SCOTTISH INSURANCE OFFICE” 
= U. S. Head Office: 
Operates in just two states, Rhode Island and Con- 555 Asylum Street ai ” Hartford, Conn 


necticut. Non-Participating insurance. Extra inter- R. C. CHRISTOPHER, U. S. Manager 








est dividend granted under settlement options. No aan v= So eee Seen? No ae Senne 
double indemnity. No monthly Income in event of 
disability. Waiver of premium only. Company’s 
practice makes new benefits retroactive for old policy- 
holders so far as possible. Agents contracts upon 
salary basis direct with company. 
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SPECIA LISTS BOSTON OFFICE 


ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


Opportunities for Salesmen in 47 States sacischiaical<tabaiiiamaueiiiaceia 
r NEW YORK—Wn. H. McGee & Co., General Agents, 11 So. William Street 
Address H. A. LUTHER, 2d Vice-Pres. SAN FRANCISGO—George L. West, Manager, 233 Sansome Street 


CHICAGO—Ww. H. McGee & Go., Gen’! Agts., Insurance Exchange Bldg. 


NORTH AMERICAN ACCIDENT INSURANCE CO. AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
208 S. LaSalle St., Chicago, III. 
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NEW YORK SURVEYS 
Are Building Rates Too High?—In the 
ampaign special stress is laid on the 





clean- up Cc id 
ry bad conditions 1n certain territories with 
ve 


rec -ommendation that requests for insurance 
a v 


he very carefully scrutinized before being 
granted. The scrutiny, as a matter of fact, 
should at all times be followed out. The ad- 


vice, so far as contents are concerned, will 
probably be followed out, but are the building 
rates $0 high that it pays to carry the insurance 
on the buildings in such cases? Reme dies might 
be brought about more quickly if it was im- 
possible for the owners of the buildings to get 
insurance. 

Not of Much Value.--The report that there 
was a decrease in October fires is not of a great 
deal of value because in any given month such 
a record might be made. The local report that 
josses in garment working risks have decreased 
over 50 per cent is again misleading because 
there has been a strike in this industry for 19 
weeks. That strike has just been settled. It 
will be interesting to note if the losses imme- 
diately commence to increase. They probably 
will. 

Some Help at Least.—The blow-out in 
Florida is giving some evidence that will be of 
value in settling the perplexed question of how 
for rating purposes intermediate 
forms come between 
brick at one end and frame at the other. This 
refers to the various kinds of blocks which have 
and material, 


as far as that is concerned. 


to classify 


of construction which 


other 
Tt would appear 


been put on the market, 


to be a safe conclusion to make that these mate- 
rials are not equal to brick unless the blocks 
test, and they 
The conclusion, 
that the 


proper way to handle this material is to estab- 


have passed the laboratory will 


not be quite as bad as frame. 


therefore, might well be arrived at 


lish an intermediate classification. It must be 
remembered that most of this material finds its 
way into buildings occupied for dwelling pur- 
poses, and a large part of it is not subject to 
The 


should be simple and comprehensive, 


specific rating. classification adopted, 


therefore, 


simple because so many agents have to pass 


upon it, and comprehensive so as to remove 


doubts as to the class into which the risk falls 
in rating. 

A Peculiar Fact.—In certain departments 
of life there is a vehement outcry against laws 
deemed to trespass certain 
The 
ever, who do this are the ones who in the next 
breath will be demanding a law for something 
The whole prac- 
the 


which are upon 


rights or privileges. very persons, how- 


in which they are interested. 
tice of the 
State Insurance Department and all the elabo- 
rate machinery which has grown out of it has 


requiring filing of rates with 


been largely due to the feeling that it was more 
ills. For 


number it is 


or less a cure-all for certain some 
but 


should, 


it may be, for a large not. 
Attention 
ently to the fact that every 


business goes to the State 


called persist- 
the 


and asks 


however, he 
time insurance 
for a law 
it is weakening its own powers to insist on a 
liberal degree its 
business, and is more and more turning it over 
to the State. 


of freedom in conducting 


Utility Insurance Compary of Dallas, Tex. 
the Utility 
Tex., which 


organized company is 
of Dallas, 

last, 
It reports a paid-in cap- 


A newly 
Insurance Company 


started business October 15 writing fire 
and automobile risks. 
ital of $200,000 with an initial surplus of $100,- 
The officers 
C. W. Daw- 


who is also president of the Southern Ice 


000, without promotion expense. 


of the company are: President, 
ley, 
and Utilities Company ; 
retary, G. G. 
Martin, who is also president of the Marshall 
National Bank, Marshall, Tex; 
B. Adoue, Jr., who is also president of the 
National Bank of Commerce of Dallas. Other 
J. Lang, of the G. G. Sheerin 


Kennemer, 


vice-president and sec- 
Sheerin; vice-president, W. L. 


treasurer, J. 


directors are W. 
Company; C. E. president of the 
Ice Dallas; W. C. 
Jones, president of the Pure Ice and Cold Stor- 
age Company of Dallas; Rosser J. Coke, of 
& Coke, attorneys, Dallas, and Ira T. 
Moore, president of Moore & Co., Dallas. The 
agency busi- 


American Company of 


Cr Ike 


company will conduct a regular 
ness. 

The October, 1926, Supplement to the April, 
List of Inspected Electrical Appliances has 


sued by the Underwriters Laboratories. 


1926, 
been is- 





MERCHANTS FIRE TO DOUBLE 
CAPITAL 
Company Will Have $2,000,000 in Com- 
mon and Preferred Issues 

The Merchants Fire 
of New York intends doubling its capital, thus 
making it $2,000,000. On the 
shareholders will vote on this proposal of the 
increasing the 
stock from $750.000, consisting of 
30,000 shares at $25 par, to $1,500,000 capital, 
consisting of 60,000 shares at $25 par, and in- 
creasing the preferred from- $250,000, 
consisting of 2500 shares of $100 par, to $500,- 
000, consisting of 5000 shares of $100 par. 

The directors further plan, when authorized 
by the stockholders and the Superintendent of 
Insurance, to issue all of the increased com- 
mon stock, $750,000 par value, and all of the 
increased preferred stock, $250,000 par value, 
to the holders of the common stock as stock 
dividends in proportion to their holdings, and 
transferring the equivalent amount from the 
surplus account to the capital account of the 
corporation. 

The Merchants Fire was organized early in 
1910 by E. L. 
of the 


Assurance Corporation 


November 23, 


directors, which provides for 


common 


stock 


Ballard, formerly vice-president 
Continental Its 
career has been a most successful one and its 
statement as of December 31 total 
assets of $8,550,036 and a net surplus beyond 
all liabilities and capital of $3,032,928. In 1920, 
Mr. Ballard became chairman of the board and 
Alden C. Noble then became president of the 
corporation. 


Insurance Company. 


last showed 


New Hampshire Fire Adds to Capital 

The New Insurance Coim- 
pany will hold a special meeting of its stock- 
holders at the home office in Manchester on 
November 23 to vote upon a proposal to in- 
crease the capital from $2,250,000 to $2,50w,- 
000 by the issue of $250,000 new stock at par. 
The present market value of the stock is $360 
to $365 a share, par being $100, and there is 
little that the proposal will be approved. 
During the past ten years the company has in- 


Hampshire Fire 


doubt 


creased its capital four times—once $150,000 
and three times $250,000, at par. During thig 
period, as the result of careful and efficient 
management, the net surplus has nearly 


doubled. 
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FIRE REINSURANCE 


INTER- OCEAN REINSURANCE COMPANY 


Condition» January 1,1926 


Unearned premiums 
Other “liabilities 
Capital 

Net surplus 








ADMITTED ASSETS 


$500,000.00 
425,661 :10 
Surplus to policyholders 


—— —— — — EXCESS COVERS 


$1 255,778.47 
369, 346.56 


925,661.10 
$2,550, 786.13 
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home. 





Consequently the agent who can offer 
a well-rounded insurance program, planned 
to meet the needs of the home owner, 1s 
sure of considerable attention. 


The A‘tna-izer 1s equipped to provide 









When Longer Evenings Come 


I. IS BUT NATURAL that a prospect can be more easily in- 
terested during the winter months in protection for’ his 
For he has more time to enjoy the comforts of his 
hearth-side and to appreciate how much it means to him. 





unusual service. He has a policy to meet. every 
home protection need and he 1s backed by 
a group of insurance companies favorably 
known by every home owner from Maine to 
California. 


It Certainly Pays to be an A+tna-izer! 


ETNA LIFE INSURANCE COMPANY 


affiliated with 
‘ETNA CASUALTY & SURETY CO. STANDARD FIRE INSURANCE Co. 
AUTOMOBILE INSURANCE COMPANY of Hartford, Conn. 


Timely Suggestions 


Combination Residence 
Residence Burglary 
Fire Explosion 

Rental Value 
Public Liability 
Accident and Health 


“Tap 
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yIssOURI COMPENSATION 


New Law to Be Effective Soon 





AWAITING OFFICIAL ELECTION 
RESULTS 





Commission of Three to Administer Stat- 
ute—$6 a Week Is Minimum Payment 
Sr. Louis, Mo., November 

workmen’s compensation act which was enacted 
by the last Missouri General Assembly and ap- 
proved by the voters of the State at the elec- 

tins held on Tuesday, November 2, by a 
majority that will range upwards from 275,- 
ooo, will become operative as soon as Gov- 
enor Sam A. Baker proclaims the official re- 
sults of the election. 

It will probably be a week or ten days be- 
fore the governor certifies the returns, since 
he must await the official canvass in each of 
the 4104 precincts of the State. This is ex- 
pected to change the unofficia: returns but 
little. 

Governor Baker 
of three men to administer the law—two Re- 
publicans and one Democrat. One member 
will represent employers, a second workers and 
the third man will be a lawyer. Governor 
Baker will announce his apopintment at the 
same time he certifies the results of the elec- 
tion. He has a number of men under con- 
sideration for the places on the commission. 
The members will receive $4500 annual salary 
and expenses. The commission will also elect 
asecretary at $3600, a medical adviser at $4000 
and a staff of clerks nd _ stenog- 
raphers. Offices of the commission will be 
maintained in Jefferson City, St. Louis and 
Kansas City, the chief office being in Jefferson 
City. Attorney-General N. T. Gentry will be 
the chief legal adviser of the commission. 


16.—Missouri’s 


will appoint a commission 


assistants, 


The act fixes a minimum compensation for 
injured workers of $6 a week and a maximum 
of $20, but through a stencgraphic error it has 
been discovered that the maximum death bene- 
fit under the new law will be $13,848, although 
it was originally intended to limit this amount 
to $6000. Under other Missouri laws the maxi- 
mum amount that might be recovered for death 
was placed at $10,000. 

It was feared that if an attempt was made 
to correct the error the entire law might be 
defeated. The basis of compensation is that 
the injured emplovee is entitled to recover two- 
thirds of the usual weekly wage over a period 
varying from 100 to 400 weeks, depending on 
the seriousness of his injuries, but that the 
minimum payment shall not be less than $6 a 
week nor the maximum more than $20 a week. 
The section of the law covering death bene- 
fits provided for payment of this two-thirds of 















the weekly wage over a period of 300 weeks. 
However, in this section the words “not less 
than $6 a week, nor more than $20” were 
omitted. 

St. Louts, Mo., Nov. 17—Governor Baker 
has issued his proclamation declaring the Com- 
pensation Act effective. He named the follow- 
ing commission: Chairman Alroy S. Phillips, 
St. Louis, republican, for four-year term as 
representative of Employers; Everett Richard- 
son, of Granby, a State oil inspector, for the 
six-year term; and Orrin Shaw, of Jefferson 
State 
3runk, of Aurora, now secre- 
was 


City, democrat, for the two-year term. 
Senator Larry 
tary of the Public Service Commission, 
named secretary; and Doctor George Auers- 
wald, of Desoto, now State Pure Food and 
Drug Commissioner, was made medical advisor. 

Mr. Phillips will resign immediately as fed- 


eral prohibition administrator for Missouri 
and Kansas. He has been a worker for com- 
pensation since I9I1; first as State Senator 


and later as attorney for the Missouri Federa- 
tion of Labor. 


Financial Responsibility Is Major Con- 
sideration on Contract Bonds 
Financial responsibility of a contractor, as 
well as the mere probability of his profit on 
a particular job, is a major consideration in 
determining his fitness for a surety bond, it 
was declared to-day by Richard Deming, vice- 
president of the American Surety Company. 
Mr. Deming’s statement came in reply to com- 
plaints by various members of the Associated 
General Contractors of America that inexpe- 
rienced contractors being given 


are suretv 


honds even on work undertaken without profit, 
or at a loss. 

“The 
financial responsibility governs in the average 
Mr. surety 
companies do sometimes execute bonds for con- 
little the work 
about to be undertaken, even when the list of 


combination of experience, price and 


said Deming. “However, 


” 
case, 


tractors with experience in 
hids shows the price to be apparently too low. 
But this is rarely done, I think, except when 
considered suffi- 
cient to absorb any loss which may arise.” In 


the financial responsibility is 
such an event, it was pointed out, generally 
the sole loser is the contractor himself. 


R. R. Brown Celebrates Thirtieth 
Anniversary 

President R. R. Brown, of the American 
Surety Company, was tended a luncheon last 
Thursday in honor of his thirtieth anniversary 
with the company. The luncheon was held in 
the officers’ dining room in the 
Surety Building. 


American 
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ACQUISITION COSTS 


James A. Beha Describes Situation in 
Casualty and Fidelity and Surety 
Lines 


ADDRESSES COMMISSIONERS’ 
CONVENTION 





Control of Production Expenses Means 
Solvency and Stability, Says New 
York Solon 
That the acquisition cost rules applying to 
casualty lines and to fidelity and surety busi- 
ness have proved a good thing for those 
branches of insurance was the contention made 
Beha, Superintendent of Insur- 
ance for New York, in an address entitled 
“Acquisition Cost Control” which he delivered 
before the National Convention of Insurance 
Commissioners in Los Angeles this week. Not 
only have the rules exerted a salutary in- 
fluence on the business, according to Mr. Beha, 
but they are deserving of support by the In- 
surance Commissioners of the several States. 
Rates must be adequate, reasonable and non- 
while administration ex- 
pense is a matter for company control, acquisi- 
tion expense comes under the direct super- 
vision of insurance departments as far as it 
concerns the reasonableness of the premium 
charged to the public. “Control, or assisting 
in control of acquisition cost expense by in- 
surance departments, can be justified only by 
the reelection of reduced costs to the public in 
reduced premium rates or the keeping of the 
companies solvent at that rate,” declared Mr. 

Beha. 

The great development of life insurance, said 
the New York superintendent, was largely due 
to the effective control of commission expense 
which exists in that business. On-the other hand, 


by James A. 


discriminatory and 


the fire insurance business is in a state of chaos 
as far as control of acquisition costs is con- 
cerned and the fire companies largely obey 
their own desires in the matter, though osten- 
sibly subscribing to the rules of various or- 
ganization. With regard to fire insurance the 
speaker said: 


The policyholders question increases in rates 
in the face of known high commissions and in- 
surance officials are torn between the wish to 
see that rates are sufficient to insurance solv- 
ency and the desire to spare the public the 
burden of higher rates. We all know that 
even though high loss ratios appear to war 
rant an increase in rates, it is not advisable to 
approve such an increase when expense ratios 
are unreasonably high and continue to increase. 
The continuance of this constant pyramiding 
leads inevitably to insolvency. 


Foreign countries were the first to recognize 
the necessity for limiting acquisition costs, 
said Mr. Beha, and American companies desir- 
ing to do business in Germany even as far 
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back as 1899 had to comply with the commis- 
sion requirements existing there. 

Dealing with casualty acquisition costs, the 
New York superintendent reviewed the entire 
history of this movement in the Empire State, 
referred to the Lockwood investigation find- 
ings of 1919, and showed that the general cas- 
ualtv rules were not formulated by the deparé- 
ment but were made up by the company repre- 
sentatives themselves and 
made effective by department support. Speak- 
ing of that situation and of the meeting at 


were subsequently 


which the company executives voted favorably 
on a resolution asking the New York superin- 
tendent to enforce the rules, Mr. Beha said: 

A mode of procedure was drawn up and 
throughout the year 1925 and up to the present 
time, the rules have been effective except in 
seme few troublesome instances and in some 
localities where the local situation was 
extremely bad. Ch’cago. for instance, has been 
a source of trouble and about a vear ago an 
effort was made to clear up the violations 
there and while it is nerhaps not 100 per cent, 
I helieve with the aid of the local committee 
and those companies which, while slow to sub- 
scribe to rules are now co-operating splendidly, 
this and similar troublesome problems can he 
worked out. 

The rules have stabilized the business, have 
brought about reduced expenses and have aided 
the development of casualty lines, Mr. Beha in- 
dicated. The saving in dollars as a result of 
reduced commission rates on 1@25 business was 
given for all lines by the speaker as follows: 
reduction 

dollars, 
pre- 
miums written in 1923 9n lines covered py the 


Net premiums written $381,161,675; 
rate, .6: reduction in 
The ratio of commission to 


im commission 
$2,262,032. 


casualty rules was 20.5: in 1924 it was 20.2; 
and in 1925 it was 19.0, showing a reduction in 
the ratio over 1923 of .6. The saving in dollars 
in 1025 over 1923 as a result of reduced pro- 
Net 

reduction in 


duction cost was as follows: premiums 
written in 1925. $381,161,675; 


acquisition cost rate. 1.0: reduction in dollars, 


$3,970,908. Comparison of commission ratios 
for fidelity and surety business in 1924 and 
1925 showed, in 1924 for fidelity lines, 22.6 


and for surety 25.8, while in 1925 fidelity was 


22.3 and surety 26.8. This was by the ratio 
of commissions incurred to premiums written. 

Mr. Beha also reviewed the rules applying 
to fidelity and surety business and said that 
these lines, which up to very recently were not 
controlled by acquisition cost rules, showed an 
average ratio of about to points higher than 
the acquisition cost ratios for general casualty 
business. Mr. Beha’s paper, together with the 
tabulations on which his conclusions are based, 
has been printed in pamphlet form and _ con- 
stitutes an important contribution to the in- 


formation on this important topic. 


Commissioners in Session 
(Concluded from page 3) 


geles by President Geo. I. Cochran of the Pa- 


cific Mutual Life, which is taking charge of 
the entertainment program to a large extent 
arranging for an extended motor trip about 


Southern California and a visit to various mo- 
tion-picture studios. 

Judge Harry L. Conn in his presidential ad- 
dress, which is treated elsewhere in these pages, 
came out strongly against compulsory automo- 
bile insurance, criticizing those who are ad- 
vocating it and saying that it was not the 
solution for the condition which proponents 
seek to remedy. 

Two Commissioners took opposing views to 
Superintendent Beha’s that the 
acquisition rules in force in New York be 
adopted by all States, it being brought out that 
in some States the Commissioners do not have 
the legal support to properly control the situa- 
tion and also that they were not inclined to ex- 
tend their activities that far. Ray Yenter, of 
Iowa, was one of these, saying that the com- 
panies should handle the situation themselves 
as long as they conducted themselves within 
the law without discriminating in the matter 
He also hinted that 


suggestions 


of rates and commissions. 


if the present control tendency continued it 
would only be a matter of time before the con- 
vention would be discussing the administrative 
The thought of 

New York 


to be to question the feasibility of making com- 


expense of companies. the 


Commissioners outside of seemed 


missions in other sections the same as in New 
York regardless of 

this point was emphasized by 
Yenter and Jesse Read, of Oklahoma, both of 


localized conditions and 


Commissioners 


whom were on the program to discuss Com- 


missioner Beha’s paper. Commissioner Read 
said that it was his firm conviction that com- 
and costs 
problem of the companies as long as they were 


within reasonable 


missions were largely the private 


kent limitations. He also 
said that he was not sold on the rules because 
of their lack of flexibility and that if there were 
any differentials at all they should be against 
brokers and not against local agents and that 
the same rule all over the United States would 
not be just. Mr. Beha said that he believed 
the matter should have “a free and open dis- 
cussion” and Judge Conn then announced that 
he made it an order of the chair that Thursday 
afternoon be devoted entirely to this problem. 

Tuesday 
cussion on automobile fleet insurance led by 
George W. Wells, Jr., of Minnesota, and H. 
, Fishback of Washington. Those attending 
the convention are: Alabama, Frank N. Julian; 
\rkansas, W. E. Floyd; California, Chas. R. 
Colorado, Con- 
necticut, Howard P. Dunham: District of Co- 
Jumbia, T. M. Baldwin; Idaho, D. C. Neifert: 
Mlinois, Alex. J. Johnson; Indiana, Clarence C. 
Wysong; Iowa, Ray A. Yenter; Kansas, Wil- 
liam R. Baker: Kentucky, Shelton M. Saufley ; 
Louisiana, James J. Maryland, Car- 
ville D. Benson; Massachusetts, Wesley E. 
Monk; Minnesota, George Wells, Jr.; Missis- 
sippi, T. M. Henry; Missouri, Ben C. Hyde; 
Montana, George P. Porter: 


morning was given over to a dis- 


Detrick : Jackson Cockrane; 


Bailey: 


John 
R. Dumont; New Hampshire, John E. Sulli- 
van; New Jersey, Edward Maxson; New Mex- 
ico, W. B. Wagner; New York, James A. 
North Dakota, S. A. Olsness; Ohio, 


Nebraska, 


seha: 
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Operating in: 


ARKANSAS 
CALIFORNIA 
COLORADO 
DELAWARE 
DIST. OF COLUMBIA 
IDAHO ILLINOIS 
INDIANA 
IOWA KANSAS 
KENTUCKY 
MAINE 
MARYLAND 
MICHIGAN 
MINNESOTA 

MISSOURI 
MONTANA NEBRASKA 
NEW HAMPSHIRE 
NORTH CAROLINA 
NORTH DAKOTA 
OHIO OKLAHOMA 
PENNSYLVANIA 
RHODE ISLAND 
SOUTH DAKOTA 
TENNESSEE 


TEXAS UTAH 
VERMONT 


VIRGINIA 
WEST VIRGINIA 
WISCONSIN 
WYOMING 


























The Inter-State is licensed to 
operate in 34 states of the Union. 
A steady, consistent growth in 
the volume of business from 
these states is our reward for 
the good protection we give to 
our policyholders at low cost. 


As the Inter-State has grown, 
so has the volume of our agencies 
grown. With this increase in 
volume has come an increase in 
the earnings of our represent- 


atives. 


Insurance men who are interested in 
securing a general agency with the 
Inter-State will be given complete 
information upon request. Ask for 
it today. A postcard is all that is 
necessary. 


ccident Association 


OF ITS KIND IN AMERICA. 
DES MOINES, IOWA 


[nter-State Business Meus 


FIRST ORGANIZATION 
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Oklahoma, Jesse G. Reed; 
Oregon, Will Moore; Rhode Island, P. H. 
sae Tennessee, A. S. Caldwell ; Texas, 
L. Daniel ; Utah, John G. McQuarrie; Ver- 
t, Robert C. Clark; Virginia, Joseph But- 
‘on: Washington, H. O F.ishback; Wisconsin, 
0. H. Johnson ; Wyoming, Harry A. Loucks. 


Harry L. Conn; 


mon 





Commercial Casualty Discontinues Writ- 
ing Individual Hospital Policies 

The Commercial Casualty Insurance Com- 
pany, Newark, has discontinued writing individ- 
yal hospital policies, according to an announce- 
ment by F. W. Benjamin, manager of its acci- 
jent and health department. Part of the rea- 
con was that the company was not able to pre- 
vent the unhealthy from buying the policy and 
<a consequence its loss ratio on this class was 
eoing beyond desired bounds. 

The company will continue to write the pol- 
iy on the group plan at premiums of $0, $12, 
gz and $18 per year for weekly indemnity of 
oe $35, $50 and $70 respectively. The pol- 
‘es can be written on the monthly payment 
olan if desired, but no group of less than 25 
employees will be considered and 75 per cent 
of all employees must be covered. The em- 
plover must be’ responsible to the Commercial 
Casualty for the premium whether paid by him 
or collect by The 


company’s decision to discontinue the individ- 


him from the emplovees. 


ial hospital policv became effective Novem- 


ber 12. 


4 New Angle to Workmen’s Compensation 
Des Moines, Iowa, November 12.—A claim 
adjuster in the employ of the Iowa branch of 
the United States Fidelity and Guaranty Com- 
pany, of Marvland, recently letter 
in the construction 
which 


received a 
irom a contractor engaged 
of approaches to a highway bridge, 
brings up a new phase of the workmen’s com- 
pensation act as follows: 


I write you in regard to compensation on a 
horse that was drowned this date while back 
filling on the bridge at Station Go on F. A. 
nroject No. A-3. The question that the drown- 
ing of this horse has brought up is this: Is 
this animal covered by the policy we have with 
your company? In times past we have always 
figured the wages of both team and 
driver in computing the aggregate of our total 
pavroll and paid percentage on that. So that 
brings the matter to this: either the animals 
that work for us and whose wages appear on 
our payrolls must have the same protection in 
the contract as their drivers, or the wages of 
those animals should be deducted from the 
amounts on the pavrolls when they are turned 
in at the end of the year. Please write me 
definitely on this matter and as soon as con- 
venient. 


gross 


Starts Regional Meetings 

The Illinois 

Agents will hold its firsi regional meeting in 

Joliet, Tit, President J. M. New- 

burger and Secretary Shirley Moisant will both 

be present. It strictly 
meeting, 


Association of Insurance 
December Tf. 


will be a agents’ 








OPENS PHILADELPHIA 
BUILDING 


Maryland Casualty Picked Historic 
Site 


TRIBUTE TO JOHN W. DONAHUE 


Resident Vice-President Has Been With 
Company Twenty-Five Years—Stands 


High in PhiladIphia Insurance 
Circles 
The new six story and basement Philadel- 


phia branch office building of the Maryland 
Casualty Company, of Baltimore, was opened 
to-day on the site of the Almshouse property 
of the Friends—immortaiized by Longfellow as 
the meeting place of Evangeline and Gabriel 
after vainly seeking to find each other through 
the intervening years were exiled 
Acadia. However, to-day being one of 
cables and postmen a more definite 


Wal- 


siuce they 
from 
telegrams, 
address must be given and it is 316-322 
nut street. 

Representatives from the board of directors 
of the company and from the home office went 
to Philadelphia in special Pullman to attend the 
and they were met at the depot by 
which new 


meeting 


buses, conveyed them to the 


building. 


The building is Colonial in architecture. The 


Fy 
4 





PHILADELPHIA BRANCH OFFICE OF THE Mary- 


LAND CASUALTY COMPANY 


two lower stories are of limestone and the up- 
per stories of Colonial with 
limestone quoins and pilasters, surmounted by 


brick, trimmed 
a graceful pediment and parapet. 

The arcade of the old Walnut place building, 
which has been retained over such a long pe- 
r‘od, is recalled by the new arcade through the 
to give access from Walnut street to 
in the rear and leading 


building 
courtyard 


the historic 


2I 





while recall- 


to Willing’s alley. The building, 
ing the old, is strictly modern in all its fea- 
tures. The best practices of modern construc- 
tion have been used throughout, with floors and 
columns of reinforced concrete and walls of 
brick and stone. 

The main offices on the first floor are some- 
what elaborated by the use of marble, tile and 
bronze work. The Colonial spirit pervades this 
floor, while the other five floors are simply 
treated. The roof contains restrooms for the 
comfort of the employees and the basement is 
used as a mechanical plant and for the storage 
of materials. 

High speed plumbing 
facilities and electrical connections for lights 
and service complete the requirements of the 
building. 

The building was designed and constructed 
by the William Steele & Sons Company of 
Philadelphia, assisted by Lucius R. White, Jr., 
an architect of Baltimore. 

The company has had a portrait of Presi- 
dent Burns painted by Thomas C. Corner, of 
Baltimore, and presented to the Philadelphia 
office. The presentation was made to John W. 
Donahue, resident vice-president, on behalf of 
the company by Vice-President E. J. Bond, Jr. 

A buffet luncheon was served in the 
building to the guests and friends present. 
Souvenir booklets, beautifully gotten up, telling 
the story of the property purchased from the 
Friends, were distributed. 

John W. Donahue has been with the com- 
pany over twenty-five years and is one of the 
most respected insurance men in that city. He 
has a remarkable grasp on the general activi- 
ties of the company in Ph‘ladelphia, including 
the work of the claim and inspection divisions. 
With all his duties, he also has time for an 
active interest in civic matters. 

The standing of the Maryland in Philadel- 
phia is a tribute to the work of John Donahue. 
When he took charge, the company was young 
and little known in that city, but it is now most 
highly regarded. The new six-story building 
is a fitting and splendid monument to his excel- 
lent service. 

One-half of the new building has been leased 
for a term of years by the A2tna Casualty and 
Surety The Standard Accident 
Company has rented from the Maryland Com- 
pany the adjoining building just vacated. 


elevators, modern 


new 


Company. 


John H. Nolan Dead 

John H. Nolan, in his 86th year, died recent- 
ly in the home of his daughter New York 
city. Mr. Nolan was general agent for the 
Travelers in Chicago for more than fifty years. 
He was one of the outstanding personal pro- 
ducers in the insurance business and credit is 
given him in insurance circles for popularizing 
accident insurance in the West and his loyalty 
to the Travelers Insurance Company was mani- 
fested many times when other insurance com- 
panies endeavored to induce him to join their 
forces. About a year ago his eyesight failed 
him and it was then that he went to New York 
to live with his daughter. 
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COMMENTS ON CONDITIONS 
R. Howard Bland Cites Reduced Burglary 
and Fidelity Losses 

St. Louris, Mo., November 5.—R. Howard 
Bland of Baltimore, president of the United 
States Fidelity and Guaranty Company, was 
a St. Louis visitor on November 1, calling on 
the local offices of his company. 

Mr. Bland was very enthusiastic about gen- 
eral business conditions throughout the coun- 
try, saying that the only spot where a danger 
cloud hangs over the horizon is in the South 
where the cotton situation is rather serious at 
present. He expressed the fear that many of 
the small banks in that section might be forced 
to the wall by low-priced cotton. 

Should this situation develop insurance com- 
panies that have bonded such banks might be 
called upon to pay some losses. 

Commenting on the marked decrease in burg- 
lary and fidelity losses Mr. Bland expressed 
the belief that the people had not experienced a 
moral regeneration but that the 10 per cent 
decrease this year in burglary losses and 6 per 
cent cut in fidelity claims was due primarily to 
the fact that times are good and the workers 
are being well paid. 

“The present generation is just as moral or 
immoral as the last,” he said. “It has a few 
more liberties, but the essential reason for the 
apparent goodness, as reflected by insurance fig- 
ures on burglary and fidelity losses, is simply 
prosperous times and good wages.” 

Regarding compulsory automobile insurance 


SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 








Statement as of 
December 31, 1925 


(Condensed from Statement of 
U.S. Treas. Dept.) 
Admitted Assets. ..... $7,297,020 
errr re 1,228,500 
SS eee 720,161 
Thirteen Years of SteadyGrowth 
Prompt and Dependable Service 

to Both Patrons and Agents. 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary andAutomobile Insurance 
Credit Insurance 





Let the Southern Serve You 











advocated in some quarters as a “sure-cure” for 
the high death and accident rate, Mr. Bland 
stated that his and other companies are violently 
opposed to the plan, not only because of its 
burden on the companies, but also because of 
its basic unfairness in these days of nation-wide 
automobile touring when machines of all States 
come into another State where insurance is com- 
pulsory while the visiting tourist is not pro- 
tected by liability insurance. 

“It is unfair to force one community to in- 
sure itself for automobile liability and then find 
that a large part of its traffic is uninsured visit- 
ing automobiles. Mass laws on this point have 
not been at all satisfactory,” he concluded. 


Federal Government Indicts Two for Al- 
leged Fraudulent Insurance Claims 
The Federal Government has charged that 
five persons used the United States mails to 
defraud insurance companies through fraudu- 
lent claims under automobile liability policies. 
So far only two of the five have been indicted, 
a girl and her attorney, the latter a Louis 
Rudd, formerly Louis Rudkowitz of Brooklyn, 
N. Y. A friend of the girl would obtain an 
automobile liability policy and the girl would 
then allege an accident and claim for supposed 
injuries. The government interfered when it 
discovered that the mails were being used to 
inform the insurance companies of the alleged 
“accident.” The “woman in the case” is said 
to have received $25 from the Standard Acci- 
dent of Detroit at one time; $100 from the 
Indemnity of North America; $200 from the 
General Accident, and $250 from the Manu- 
facturers Liability Insurance Company of Jer- 

sey City. 


Commercial Casualty’s Monthly Premium 
Business 

The monthly premium accident and health 
department of the Commercial Casualty Insur- 
ance Company of Newark, N. J., is showing a 
wonderful increase in the production of new 
business and in the volume of premiums writ- 
ten. In the month of October the company’s 
bulletin listed names of 104 agents who wrote 
10 or more applications and, among this num- 
ber, there were an even 50 agents who produced 
25 or more applications. This represents on an 
annual basis over $100,000 in new premiums. 
In volume of premiums collected for the month 
of October, the department shows slightly in 
excess of $135,000 and expects to close the year 
of 1926 with a total volume of $1,500,000. This 
record is considered especially remarkable in 
view of the fact their monthly premium de- 
partment has not had a single special agent in 
its employ. 


Equitable Casualty and Surety Organizing 

A new company to be known as the Equitable 
Casualty & Surety Co. is being organized at 
Smith-Lawson-Coambs_ Co., 


Chicago by the 
with $500,000 capital and $500,c00 surplus. W. 
M. Lawson will be president and J. B. Coambs 
It is understood that 
the new company will take over the business 
of the Equitable Underwriters. 


secretary and treasurer. 


97 


HOLDS THREE-DAY CONFERENCE 
Metropolitan Casualty Gets Branch Man. 
agers and Field Men Together—Din. 
ner Given by J. Scofield Rowe 

The Metropolitan Casualty Insurance Com. 
pany is holding a_ three-day conference of 
branch managers and field representatives at 
its home office, 55 Fifth Avenue, New York 
city, this week. The conference opened yester. 
day and will close tomorrow and J. C, Heyer, 
vice-president of the company, is acting as 
chairman of the conference sessions. 

Wednesday was styled “home-office day” and 
was devoted to giving the fieldmen an under. 
standing of the home-office viewpoint. Today 
is called “field day” and will furnish the men 
on the firing line an opportunity to tell the 
home-office officials of their problems, Fri. 
day will be known as “round table day” and 
will be given over to general discussion, 

J. Scofield Rowe, president of the Metropoli- 
tan Casualty, tendered a dinner last night at 
the Hotel Waldorf-Astoria to all those taking 
part in the three-day conference. In addition, 
there were present many prominent executives 
of other companies. The fieldmen of the Met- 
ropolitan Casualty will be entertained by a 
theatre party this evening and the conference 
will close following the business session to- 


morrow. 


E. A. Collins a Vice-President of Direct. 
Mail Advertising Association 

The Insurance Advertising Conference, 
through some of its members, was very promi- 
nently identified with the proceedings of the 
Direct-Mail Advertising Association, recently 
held in Detroit. 

Edward A. Collins, assistant secretary of the 
National Surety Company, former president of 
the Conference and one of the commissioners 
to the National Advertising Commission, was 
elected vice-president of the Direct-Mail Ad- 
vertising Association. Later, by direction of 
the board of governors, he was made general 
program chairman for the Tenth Anniversary 
Convention that will be held next fall in Chi- 
cago. 

Miss Alice E. Roche, identified with the 
Louis F. Paret Agency at Camden, N. J, rep- 
resenting the Provident Mutual Life Insurance 
Company, was the winner of a beautiful silver 
trophy donated by Printed Salesmanship, a 
Cambridge, Mass., publication, “for the most 
noteworthy during the past 
year by a woman engaged in printed salesman- 
ship, entirely by direct mail, or only in part.” 

John Hall Woods, manager, 
Great Northern Life Insurance Company, Chi- 
cago, delivered a talk on “Preapproach Letters 
in Life Selling.” Mr. Woods is 
chairman of the conference’s membership com- 
mittee. Others of the conference active at the 
bigger sessions were: Leon A. Soper, Phoenix 
Mutual, Hartford; Clifford Elvins, Imperial 
Life, Toronto, Can.; R. C. Braun, Reliance 
Life, Pttsburgh; R. E. Pratt, Travelers Health 
Bureau, Omaha, Neb. 
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Insurance Decisions 








FIRE 

Jury finding that policy had not been 
avoided because of presence of gasoline on 
premises, held against the weight of evi- 
dence. Admission of statement that agent 
of fire insurance company, after signing a 
non-waiver agreement, had agreed to settle 
jg not error, notwithstanding the execution 
of the non-waiver agreement. 

Actions were brought on two policies of in- 
surance. The defense was that the policies 
had been made void because inflammable liquids 
had been stored on premises in excess of quan- 
tities permitted. The policies contained a clause 
reading: “This policy shall be void if camphor, 
henzine, naptha or other chemical oils or burn- 
ing fluids are kept or used by the insured on the 
premises,” but also contained a permit to keep 
on hand not more than one quart of such fluids 
for household use. 

A fire inspector testified that he arrived at 
the scene of the fire while the firemen were still 
there and found a ten-gallon wooden keg two- 
thirds full of gasoline. On the third floor, he 
found 25-gallon tins which has contained al- 
cohol and one which contained alcohol at that 
time. In another room, he saw two 1-gallon 
glass jugs which contained whiskey. The plain- 
tif denied knowledge of any gasoline or 
whiskey in the house. 

The trial court interpreted the word “kept” 
in the policy as something habitually kept in 
stock or for sale and ruled that the mere tem- 
porary presence of such liquids would not void 
the policy. The jury decided this question in 
favor of plaintiff. Held that such verdicts are 
contrary to the weight of evidence and the 
rules to show cause will be made absolute. 

The defendants’ adjuster signed a non-waiver 
Afterwards he admitted that he 
and the plaintiff's husband had agreed to settle 
and that he proposed a settlement with the 
plaintiffs attorney. The defendants claimed 
that this testimony was inadmissible in view of 
the non-waiver agreement. Held that the non- 
waiver agreement was limited to the investiga- 
tion of the cause of fire and the amount of 
damage to the property and the adjuster’s state- 
ment in regard to settlement was therefore ad- 
missible. 

Goldstein vs. Northwestern Nat. Ins. Co. 
etal. (Supreme Court of New Jersey), 134 
Atlantic Rep. 116, 


agreement. 


AUTOMOBILE 

Contracts of insurance are to be con- 
Strued in accordance with the law of the 
State where made and where the contract is 
to be performed. Acquisition of automobile 
by fraud held to be theft within meaning of 
insurance policy. 

Action was brought upon an automobile pol- 
icy insuring against theft. A pretended pur- 


chaser, giving a false name and address and a 
worthless check, took delivery of the car from 
the owner and drove it out of the State. The 
policyholder recovered the car one month later 
and sued to recover damages suffered. 

At common law, where the owner parted 
willingly with both title and possession, the 
crime was not larceny but obtaining goods by 
false pretenses. The Rhode Island statutes 
provide that such an act shall constitute lar- 
ceny. Held that the intent of the parties as 
to what constitutes theft shall be given effect; 
and in absence of contrary evidence shall be 
in accord with law of the State where the con- 
tract was made and was to be performed. 

The loss was by “theft” within the meaning 
of the policy provisions. 

Brady vs. Norwich Union Fire Ins. Society, 
Ltd. (Supreme Ct. of Rhode Island), 133 
Atl. Rep. 790. 


MUTUAL FIRE 

Conditions of policy dealing with the con- 
tinuance. of policy are essential to its bind- 
ing character and cannot be waived, al- 
though acts to be performed after loss may 
be waived by a company officer. 

The defendant is a mutual 
losses are met by assessments on notes of the 


company. Its 


policyholders given at time the policies are is- 
sued. One of the provisions of the standard 
policy, required by the New Jersey statute and 
contained in the present pclicy, provided that 
cach member’s assessment should be paid with- 
in thirtv days and if not paid that the policy 
should immediately become void. It also pro- 
vided that no officer or agent should have power 
to waive any provision of the policy. 

The notice of assessment was mailed to and 
not paid by the insured. He testified that he 
asked for an extension of time from the com- 
pany’s agent, who called up the secretary of 
the company, and that following this conversa- 
tion that the agent told him that if he, the in- 
before any 


sured, assessment 


other assessment was due that it would be al’ 


would pay the 


right. 

Held that no agent or officer of the company 
has any power to waive any condition of the 
policy, relating to the formation and continu- 
ance of the contract of insurance. 

The motion to direct a verdict for defendant 
should have been granted. 

Robbins vs. Farmers Mutual Fire Ins, Assn. 
(Sup. Ct. of New Jersey), 133 Atl. Rep. 513. 


FIRE 
Provision in binder, insuring property 
against burglary held binding until issuance 
of a “corrected policy.” The obligations of 
parties to binder, issued prior to delivery of 
final policy, are according to terms of pol- 


.. 


= % 


icy in ordinary use. The binder cannot be 
canceled by oral notice. 

The plaintiff obtained a binder for burglary 
insurance, insuring the plaintiff until a cor- 
rected policy should be issued. Four days after 
issuance of the binder, the National Surety 
Company received an unfavorable report on 
plaintiff's risk and notified the broker. As 
the policy called for by the binder had been 
sent to plaintiff's broker the same morning, 
the company gave oral notice that it canceled 
the risk and demanded the immediate return of 
the policy. The brokers refused to return the 
policy until it had insured the plaintiff else- 
where. 


Seven days thereafter the plaintiff’s house 
was burglarized and her property stolen. 


Held that the binder was still in force as no 
written notice of cancellation had been given. 
The binder was only to remain in force until 
a corrected policy was issued. The broker was 
required to return the policy for correction 
within a reasonable time. The answers of the 
insured, if inaccurate, were to be noted and a 
corrected policy issued. Seven days, however, 
was not an unreasonable time for the brokers 
to return the original policy in order to propose 
corrections and the binder was still in force 
upon the day of the fire. 


If the company had desired to cancel the 
binder, it should have given written notice. 

Sherri vs. National Surety Co. of New York 
(Court of Apps. of N. Y.), 243 N. Y. 266. 


Industrial Safety Organization 

Industrial Safety Organization, by Lewis A. 
De Blois, has just been issued by the McGraw- 
Hill Book Company. The book is a compre- 
hensive and detailed study of accident preven- 
tion and safety engineering in industry. In 
presenting the basic principles of safety or- 
ganization, the author has included comment on 
ever phase of the work, psychologcal and tech- 
nical. Of particular interest to insurance men 
are the discussions of compensation insurance 
and rating methods. The book is profusely 
illustrated, well indexed, and contains an ap- 
pendix giving sample accident reports and 
questionnaires. It should be a welcome acquisi- 
tion to the library of every industrial execu- 
tive and engineer. The author is director of 
the safety engineering division of the National 
Bureau of Casualty and Surety Underwriters 
and past president of the National Safety 
Council. 


Resolution on Death of Glenn H. Johnson 

At a regular meeting this week of the Syra- 
cuse Insurance Agents Club, a resolution in 
tribute to the late Glenn H. Johnson was 
adopted. Mr. Johnson was formerly president 
of the club and was active at both the State 
and National associations. 
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LEON IRWIN & CO., Inc., New Orleans, La. 
Fidelity Phenix Fire United States Fire National Fire of GEORGE B. BUCK 
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— ein = oan Specializing in Employees’ Specialty — Pension Funds 
National Union of a einai Benefit and Pension Funds and Employee’s Benefits, 
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Actuarial 
SAMUEL BARNETT a 
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MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 








Woodward, Fondiller and Ryan 


CONSULTING ACTUARIES 


Actuarial and Statistical Service in all Branches 
of Insurance and for Pension Funds—Office Systems 
and Reorganizations—Insurance Accounting and 
Auditing. 


75 Fulton Street New York 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 








A. SIGTENHORST,F. A.1I.A. 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 











JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Trepical Business 

Cable Address: Gertract, New York 

165 BROADWAY NEW YORK CITY 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


OMAHA DENVER DES MOINES 





















































CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 











E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


Bureau, Inc. 





We render complete statistical service and 
ag you of the pressure of annual statement 

ing. 

We are also equipped to prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable. 


Phone: BEEKMAN 1461 


81 Fulton St. New York City 

















T. J. McCOMB 
CONSULTING ACTUARY 


Colcord BIdg., OKLAHOMA CITY, OKLA. 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 








ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 











L. A. GLOVER & CO. | 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 








NOW READY—NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many ‘“‘hopeless’’ cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 


A difficult prospect, after reading 
THE COST OF DYING 


said: ‘‘No agent on earth could sell me life insur- 
ance, but I am going to buy a policy just the 
same’’; and he signed up for $75,000. 


USE IT AND PROSPER! 


PRICES: 

Saale COBH 66.5.6 < oases nocd es sane $ .25 
PREP ONNR OB o:ig odio ge ererevaie gisialan  otaeaters 8.50 
«lias alae SEO ipa etary RIAA or h et: 15.00 
BAN PEs Aeceiatacarsrstocs coll feosiencia wera 60.00 
MO, SE ci oe ca eee 100,00 
RE lies eerie nes 400.00 
PO Se arnwe mel eawrete nawOe 750.00 


Orders tor single copies” must be prepaid. 


Please remtt by money order or bank draft 
on New York, to avotd exchange charges. 


THE SPECTATOR COMPANY 


CHICAGO NEWYORK 
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INSURANCE STOCK QUOTATIONS 


All Bids and Quotations Subject to Con- 
firmation 

The following quotations, as of Nov. 15, 
1926, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SpecraToR will endeavor to give to any cor- 
respondent whatever information may be de- 
sired. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading: 


Bid Offered 
Alliance Fire : 
McCown & Co., Phila. and N. Y.. 47 48 
merican Alliance 
Am K. Rice, Jr., & Co., N. ae 290 390 
Gilbert Elliott & Co., 'N. Yy Sie etre 285 295 
American Surety 3 
Gilbert Elliott & Co., N. V...... 185 189 
Gude Winrill & Co., Nw. 186 189 


Bankers’ & Shippers 
Gilbert Elliott & Co., N. Y. keke 275 285 
Camden Fire 
McCown & Co., Phila. ant UN. ae 
J. K. Rice, Jr., & Co., N. 
Carolina Insurance 
Gude, Winmill & Co., N. Y. ae 28 30 
J. K. Rice, Jr., & Co., i rt 28 39 
Gilbert Elliott & Co., N. 7 
City of New York 


Gilbert Elliott & Co., N. Y........ 280 286 
Continental 

Gilbert Elliott & Co., N. Y........ 135 138 

Gude, Winmill & Co., N. Y........ 135 137 

Curtis & Sanger, N. 5 aie uate ee 133 137 
Fidelity Phenix 

Curtis & Sanger, N. a Seta ecarg havaiad 194 197 

Gilbert Elliott & Co., N. Y........ 193 197 

Gude, Winmill & Co., * ks atas 194 196 
Fire Association of Philadelphia 

McCown & Co., Phila. and N.Y... 53 54 
Franklin Fire 

Joie. Rice, Ic, & Can Ni Visi: 170 175 

Gilbert Elliott & Co., ENP a 172 177 

Gude, Winmill & Co., 5, re 45 175 


Bid Offered 
Glens Falls 
5... Rice, Je, & Co., - p | See 39 40 
Gude, W: inmill & Ca Ne Yikes. 381% 401% 
Globe & Rutgers 
Gilbert Elliott & Co., N. Y........ 1350 1400 
Curtss: & Saucer, No Voc. cccccs es 1340 1400 
Great American 
Gilbert Elliott & Co., N. V........ 277 281 
J. K. Rice, Jr., & Co., N. Y.... 278 282 
Gude, Winmill & Ce: N.Y... 277 289 
Hanover Fire 
J. K. Rice, Jr., & Co., \ eee 180 199 
Gilbert Elliott’ & Co., N y. Serre ee 182 187 
Gude, Winmill & Co., We wenilacs 180 186 
Hs armonia Insurance 
je Rice. Ie, & Co, No ¥'.... 00 55 
Home Insurance 
Gilbert Elliott & Co., N. V........ 367 362 
sude, Winmill & Co., N. Y........ 360 366 
J. EB. Rice, J.. & Co. Ni Yenced sc 360 365 
Curtis & Sanger, WAG ee 360 364 
Homestead 
Gilbert Elliott & Co., s ecu arets 21 25 
J. K. Rice, Je., SCN. 20 25 
Importers & Exporters 
Castis & Sameer, Ni. Vo oi ccc cckecs 64 69 
Insurance Co. of North America 
McCown & Co., Phila. and N.Y... 50 514% 
Gude, Winmill & Co., N. Y........ 50 511% 
Insurance Securities Co., Inc. 
(Union Indemnity Group) 
Gilbert Elliott & Co., N. Y........ 19 21 
Maryland Casualty é 
Curtis: & Sancver, WoW oie ccsstioscs 98 99 
National Surey 
Curtis & Sanger, N.Y. . ccc cewcess 217 220 
Niagara Fire 
Gude, Winmill & Co., N. Y........ 215 225 
New Jersey Fire Insurance j 
Gilbert Elliott & Co., N. Y........ 31 34 
Pacific 
Gilbert Elliott & Co., N. Y.. 85 95 
Philadelphia Life 
McCown & Co., Phila, and N.Y... 14 14144 
Reliance 
McCown & Co., Phila. and N.Y... 2014 2034 
Stuyvesant 
Gilbert Elliott & Co., N. Y........ 190 196 
ay Winmill & Co., N. Y... 185 195 
U Fid. & Guar. 
‘Gilbert Elliott & Cee Ne waewcide 220 223 
U.S. Fire 
Gude, Winmill & Co., N. Y........ 130 136 
U.S. Merchants and Shippe rs 
Gilbert Elliott & Coe., N. ¥...... 245 252 
Victory Insurance 
McCown & Co., Phila. and N. Y... 203 2034 





Capital $10,000,000 


Losses Paid 
Dividends Paid 


49 Wall Street 
NEW YORK 





Total Premiums since organization 


National Surety Company 
New York 


Surplus $6,219,239 


$146,802,029 


50,944,873 
11,680,000 


Operating results for past two years 


Controls through stock ownership The New York Indemnity Company. 
This investment is carried at its book value. 
pany, which is substantially in excess of book value, does not appear in the 
surplus item of the Surety Company. 


The real value of the com- 


1924 1925 
$414,214 Underwriting profit $616,948 
1,046,887 Appreciation in value of Securities 274,434 

136,679 Profit in sale of securities 259,092 
1,428,705 Investment income 1,528,352 

900,000 Dividends paid or declared *1,100,000 


*Includes $2 extra dividend payable March 1, 1926, to Stock of record February 15. 


In view of the steady growth and profitable operation of the Com- 
pany, we believe the shares offer an atcractive investment for an Accumu- 
ating Trust with a very satisfactory income. 


Price at the Market to Yield about 5.25% 


CURTIS & SANGER 


Members New York and Boston Stock Exchange 


33 Congress Street 


BOSTON 





Westchester Fire 


Custie & Songer, WW. WY occ ccccces 
Gilbert Elliott & Co., = Rove es 


Gude, Winmill & Co., N. Y. 


HARTFORD 
Aetna Casualty and Surety 


Conning & Co., Hartford.......... 


Markham & Company re 


Roy T. H. Barnes & Co., Hartford... 


Aetna Insurance (Fire) 


Conning & Co., Hartford.......... 


Markham & Company .. 
Curtis & Sanger, N. Y 
Roy T. 
Aetna Life Stock 


Conning & Co., Hartford.......... 


Markham & Company eer Get atars 


Roy T. H. Barnes & Co., Hartford. . 


Aetna Life (Full Paid Receipts) 


Conning & Co., Hartford.......... 
Markham & Company............ 


Automobile Insurance 


Conning & Co., Hartford........;.. 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford. . 


Conn. General Life 
Conning & Co., 


Hartford Fire 


Conning & Co., Hartford.......... 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford. . 


Hartford Steam Boiler 


Conning & Co., Hartford.......... 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford. . 


National Fire 


Conning & Co., Hartford.......... 
Markham & Company oe 
Roy T. H. Barnes & Co., Hartford. . 


Phoenix Insurance 


Roy T. H. Barnes & Co., Hartford. . 
Conning & Co., Hartford.......... 
Markham & Company............ 


Phoenix Rights 


Roy T. H. Barnes & Co., Hartford. . 


Markham & Co., Hartford. 


Conning & Co., Hartford......... Bo 


ravelers Insurance 
Conning & Co.,. 


STOCKS 


H. Barnes & Co., Hartford. . 


ii 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford... 


Mastigt@e sss 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford. . 


im bo 
bono bo 


660 


113 


NEW ENGLAND STOCKS 


American Investment Securities Co. 
Chas, A. Day & Co., Inc., 
Boston Casualty 
Chas. A. 
Boston Insurance 
has. A. Day & Co., Inc., 
Capitol Fire Ins. Co. 
Chas. A. Day & Co., Inc., Boston 


Pree ea caca teu cwesedwousuns 


Common....... 

Columbian National Life Ins. Co. 

Chas. A. Day & Co., Inc., Boston 
Conveyancers Title Ins. Co. 

Chas. 
Mass. Bond & Ind. Co 

Chas. A. Day & Co., Inc., 
Mass. Title Ins., pfd. 

Chas. A. Day & Co., Inc., 
New Hampshire Fire 

Chas. A. Day & Co., Inc., 
Old Colony Insurance 

Chas. 
Providence Washington 


Boston 


has. A. Day & Co., Inc., Boston. . 


Springfield Fire & Marine 
Chas. A. Day & Co., Inc., 

United Life & Accident Insurance 
Chas. A. Day & Co., Inc., 


Boston. . 
Day & Co., Inc., Boston. . 


Boston. . 


A. Day & Co., Inc., Boston. . 


Boston. . 


Boston. . 


A. Day & Co., Inc., Boston. . 


Boston. . 


Boston. . 
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470 
465 
465 


650 
660 
650 


745 


750 
740 


580 
580 
81 
81 
1150 


1145 
1145 


ho 
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460 


60 


310 
478 





Stocks 


quest. 





Hartford Insurance 


We specialize in Hartford Insur- 
ance Stocks and recommend the 
purchase of Aetna Life Insurance 
Company at present prices. Analy- 
sis of this Company sent on re- 


MARKHAM & COMPANY 


Insurance & Bank Stocks 


15 Lewis Street 
Hartford, Conn. 
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BUILDING THE GREATER INTER-SOUTHERYN 


Four Months Ago We Announced A Plan 


NOW WE 
ANNOUNCE 
THE RESULTS 





UR months ago we announced This is an increase of 47% in amount of 

through the columns of this publica- written business. Produced largely in 
tion a new method of developing and 
handling life insurance business. To 
agents we promised an unusual and ex- 
ceptionally valuable type of co-operation. 
We predicted greater results in sales and "ew methods. 
profits than had ever rewarded their 
efforts before. 


the same territory and by the same agen- 
cies as a year ago, it gives an accurate 
picture of results produced by old and 


If you have not yet learned of the Inter- 
Southern plan, let us say briefly that it ' 
Today we are ready to announce the (a) develops your prospects; (b) finances 


first results of this plan: you; (c) gives you local co-operation of 


During the four months of June, strong interests; (d) relieves you of office 
July, August and September, ; 

1925, our field department wrote detail; (e) assures your future independ- 
new business totaling heya fe) so: Bs Os) $9,034,288 ence and security. 

During the same period of 1926 : 

our written business was....... 13,169,821 Further and complete information will 
Gain, 1926 over 1925............ $4, 135,533 be promptly forwarded by addressing— 


CAREY G. ARNETT, President 
INTER-SOUTHERN LIFE INSURANCE CoO. 


ESTABLISHED - 1905 - IN - LOUISVILLE - KENTUCKY 


Capital, Surplus and Reserves for Protection of Policyholders, $11,806,168.68 
Insurance in Force over - - - - - - - $110,000,000.00 
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The Secret of a Successful Debit Man- 


Management 


By Witi1am C. Morton 


Registrar, Life and Casualty Insurance Company of Tennessee, Nashville. 


The secret of all success is’ management. 
Without good management any business is 
destined to go on the rocks sooner or later and 
in all probability it will be sooner. You can 
take any great business, I care not what tt 
may be, and if it does not have a good degree 
of management, it is not the one for you to 
work with. And men who take up any line 
of work have a right to know about its man- 
agement. If it is not just what it should be, 
he has a right to seek employment elsewhere. 
On the other hand, no man has a right to ac- 
cept a position as a debit man with a well man- 
aged company, unless he is willing to manage 
his debit in a perfectly business-like way. The 
success of the company with which you now 
work is directly attributable to successful man- 
agement and as one of its employees you 
should expect to measure up to their ideal. I 
would certainly like to leave this thought with 
you: Unless you manage your debit in a suc- 
cessful, business-like way you will ultimately 
fail. If you wish to make rapid strides in the 
insurance or any other business, learn the art 
of successful management and the battle is 
half won. The reason so many of us are such 
failures, I verily believe, is due to the fact that 
we are such poor managers. Money is not 
always so essential to success. If it were the 
poor man would have no chance. But thanks 
be to God, it is the proper management of 
money that brings success. Or better still it 
is the right use of the talents or the natural 
ability with which we are blessed. It should 
certainly be borne in mind that management 
should not begin at the top but at the bottom 
Learn to manage what little opportunities you 
now have and you will in that way be prepar- 
ing yourself to manage the bigger things when 
you get to them. You will never be able to 
manage big things unless you learn to manage 








- 


the smaller things of life. The secret of suc- 
cessful management in the larger things of life 
is having that knowledge about the details that 
you must entrust to others. Start from where 
you are and go on up the hill and remember 
the vehicle that will get you to the top of the 
so-called “Ladder of Success” is management. 

American people often wonder at the suc- 
cess of the Jews and others who come to this 
country and invariably rise to the very top, 
They often give us 
some object lessons that are worth our while 
appropriate the things their 
examples teach us. In the first place, when the 
average Jew comes to this country, he does not 
attempt to live like a king, but usually starts 


financially and otherwise. 


if we only 


on some back street with a small stock of goods. 
Often he starts out as a “pack’ peddler.” But 
he makes a small profit on every sale, and then 
makes his living expenses come below his earn- 
ings. He then uses the surplus to increase his 
He keeps at that for a short time 
and the first thing we know he has a better 


business. 


location, with a better line of goods. He works 
at the game, whatever his choice may be, with 
all the power of his being and soon he has 
risen almost as if by magic to one of the lead- 
ing merchants of the city in which he happens 
to have cast his lot. And we Americans often 
are amazed at what he has accomplished when 
And there is 
only one cause for his success and that is man- 


we have overlooked the cause. 
agement. Get that lesson and apply the prin- 
ciples of success as they do to vour debit and 
you will be astonished at the results you may 
attain. The secret of the debit man’s success 
is management and the quicker he learns that 
the better off he will be. 
your debit just like you would any other busi- 
ness and you will have a taste of the fruits 
Just bear this thought in mind: 
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Learn to manage 


of success. 


The debit is your own little business. Apply 
the lesson of the immigrant; spend less than 
you earn; make your savings increase as you 
increase your salary; make that money work 
for you and then you will be able to some day 
live in a better house in better surroundings 
and in fact will be able to enjoy life better 
from every standpoint. 

And we should remember that little endings 
nearly always make big endings. The presi- 
dent of the company for which I work started 
on a debit here about twenty-five years ago 
and now has worked himself up into one of 
the leading insurance executives in this coun- 
try. That is all directly attributable to suc- 
cessful management. He never feels that he 
has done a successful thing by any of his em- 
ployees unless he can get them likewise to 
learn that management is the thing that counts. 
The success that he and others have achieved 
is convincing enough of the fact that manage- 
ment is the thing that wins. Let us learn to 
be good managers and then we will learn to 
be good livers. 

Successful management may be defined as 
one’s ability to give the tool to one who can use 
them to the best advantage. This applied to 
the debit man means that he must give the tools 
of successful debit management to himself. 
You can not expect to make much headway un- 
less you learn to manage the debit yourself. 
Learn what it takes to constitute successiul 
management of the debit and then apply those 
things to your own debit. Many people make 
a failure at the insurance business because they 
do not know what it means to manage it. Only 
last week, I was talking to a superintendent 
about one of his staff who had made a failure 
of the business and he said that he was thor- 
oughly convinced of the fact that the great 
majority of “finals” could be directly attributed 











to a lack of the knowledge essential to the 
debit. In other words, there are more failures 
on the debit because so many debit men do not 
know how to manage their debits to the best 
advantage. And that is, in a sense, a sad truth, 
but I, likewise, am convinced that there is in- 
deed a great deal of truth in it. 

Good debit management implies first of all 
foresight and a good sense of dollar values. 
Men must be able to detect all the little leaks 
that may occur and must have enough foresight 
to know to what they will lead. The very 
minute a number of policies begin to get in 
arrears the debit man must know what arrears 
ultimately lead to—lapses. Good management 
is taking hold of just such a situation in the 
right time and in the right way. When pol- 
icyholders begin to get cold and disinterested, 
the debit man must “sense” the idea that they 
must be “resold” again on the merits of in- 
Give them some little pamphlet occa- 
Show then 


surance. 
sionally and get them to thinking. 
a check that you are fixing to pay a claim 
with. Or tell them about some neighbor who 
is sick and is drawing 2 claim for disability. 
Things like this, that often seem trivial, are 
the things that will help to resell the policy- 
holder who is about to get in arrears and there- 
by lapse his policy. The beauty about this is 
its insignificant cost. All it costs is good man- 
agement. And good management is doing the 
right thing in the right place and in the right 
way. If that is not good management what 
is it? 

Good debit management is gaining the con- 
fidence and co-operation of your policyholders. 
Get them to give vou a boost. They can do 
more than most any other device that you could 
That does not mean that they are to 
It is not 


invent. 
get out and actually solicit for you. 
necessary for them to do that but a kind word 
from one of your policyholders to one of their 
friends will go farther toward making you a 
larger debit than most anything else of which 
I can think. If the experiences of others did 
not justify this conclusion, I would not make 
it but all successful debit men will bear me out 
in the conclusion. In other words, it is but a 
repetition of the things that others have done 
and is, therefore, worth while. Get your pol- 
icvholders on your side and their friends will 

Win them and 
That is the real 


debits. 


30on enlist their co-operation. 
others will be easier to win. 

starting point for all agents on the 
Start with vour policyholders and end there. 
Make your debit a regular institution of help- 
fulness and let them know that it is being con- 
ducted for the purpose of serving them. And 
service is one of the very best forms of man 
In fact, it is the bed rock bottom of 
all management. Learn that you have learned 
the first letter of the alphabet of successful 
management. Give it a trial. 


agement. 


The mule gives a mighty good lesson on 
management that all debit men could well make 
use of. For instance, a mule knows more when 
he wants to know and less when you want 
than anv other animal in the 


him to know 


world. 


Here is the lesson: Do not treat your policy- 
holders as mules. What I mean by that is that 
you should treat them as friends in a common 
cause. You are both working toward a com- 
mon end and that is to protect the dependents 
of the policyholders. This is the thing that 
should make you be friends. Friendship has 
been defined by Webster’s Dictionary as being: 
“The mutual regard of kindred minds.” And 
if the debit man’s business and that of his pol- 
icvholder does not fit in admirably with that 
definition, I am at a loss to know what would. 

Another characteristic of good management 
is praise at the right time. The manager or 
superintendent who expects to get the most 
good out of his men will let them know that 
their efforts are appreciated. When a debit 
man does a real worth-while piece of service 
for his policyholders, his district and his com- 
pany, he should be told about it. Let him know 
that his efforts are appreciated and you will 
have shown that you know of what good man- 
agement is constituted. There can be abso- 
lutely no doubt about this. Flowers or real, 
sincere compliments are always in season. 
When a policyholder keeps his policy paid up, 
he should likewise be complimented 
Let him know that vou 


for his 
prudence and foresight. 
appreciate it, and let him know it in such a 
way that he is bound to know that vou ap- 
preciate it. Give the flowers while people live 
because they will not be able to appreciate them 
after they are dead and gone. And that is just 
another way of describing good management. 

Debit men should bear in mind that while 
they are managers that they likewise have many 
managers above them to whom they are re- 
These 


spending time and money on the man who is 


sponsible. managers will not mind 
willing to work and wants to he taught, but a 
man that knows how, but somehow, just won't 
work, gets the goatee of the manager's chin to 
quivering; his nerves vibrating; and his mental 
makeup seesawing. If vou know how and then 
won't work, you are lazv: if you are willing 
to work and do not know how but are willing 
and anxious to be taught, you can make the 
thing “go” but, unless vou are willing to be 
taught, you might as weil quit. There is no 
place in the world for a man to fit himself into 
And just 


Unless you are 


unless he is willing to be taught 
bear this thought in mind: 
willing to be taught, you are unwilling to suc- 
ceed. The man who knows it all before he be- 
gins is not the man to learn the art of success- 
fully how. And 


every man must learn how. 


managing a debit. Tearn 

The hest way to 
learn how is by doing. [Learn to do and you 
will have learned the second letter of the alpha- 
het of successful management. Learn how and 
then do. 

As the third letter of the alphabet of suc 
cessful management, I would place work. The 
man who does not know how to work or who 


knows how and will not work has very little 
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When treated right, he is intelligently 
industrious; but when treated like a mule, he 
is ignorantly stubborn and brainlessly balky. 


Thursday 





chance to make a success at anything, Mr, 
Steinmetz is credited with saying that “the 
world belongs to the dissatisfied.” And this 
is true, but I believe we would improve that by 
saying that the world belongs to the workers, 
There can be no management where there js 
no work. Learn what work means and what 
some of its fruits are you will have the incen. 
tive. But do not stop with the incentive. Gp 
on and work. And as a concluding thought, 
let me leave this with you: “Until you know 
from personal experience how to work and 
what it means to work, you can never be able 
to manage successfully others while they work. 





The German Offices 1926 Life Tables 

An English edition of The German Offices 
1926 Life Tables, prepared by the Association 
of German Life Assurance Companies, has been 
issued by the German Society for Insurance 
Science. The contents of the 1926 Life Tables 
are shown by the following chapter headings: 


I. Introduction. 

II. The Construction of New Mortality 
Tables by the Association of 
German Life Assurance Compa- 
nies. 

III. Aggregate and Select Tables. Their 
Nature and Their Value in Prac- 
tice. 

IV. Arrangement of _ the 
Functions for the 
Tables. 

V. Exposed to Risk and Deaths for 
Every Entry Age and Duration, 

VI. The Aggregate Life Table.  Ele- 
mentary and Monetary Functions 
4 Per Cent. 

VII. The Select Life Table. 
and Monetar; 
Cent. 


The German Offices 1926 Life Tables may be 
obtained through The Spectator Company at 


Tabulated 
Sinal Life 


Elementary 
Functions 4 Per 


$8 per copy. Actuaries and the actuarial de- 
insurance companies will 


doubtless desire to add this. publication to their 


partments of life 


insurance libraries 





OPPORTUNITY 


; Your chance is here right now to get 
in on a direct Home Office contract witha 
Company that’s on the go. 

We have increased our business nearly 
100% each year since 1917 (except for 
one year) bespeaking life in the organiza- 
tion, an excellence of its policies and un- 
failing service to policyholders. 

Our Company is doing business in 
Michigan, Indiana, Illinois, Missouri, 
Kansas, Pennsylvania and California and 
has many good openings for men of 
character. 

Specialized disability protection for 
business and professional people and 
other A, B, and C risks, with a separate 
department for Educational folk and 
Nurses. s 

We are not interested in “‘shifters’”’ but 
if vou want a permanent connection, like 
112 of our representatives now have, 
write to the Agency Department with 
full particulars in first letter. 


INCOME GUARANTY COMPANY 


(Stock Company) 


SOUTH BEND INDIANA 
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You Are an Estate Builder 
How much is your prospect worth to-day? 
If he were to pass out to-night and his personal 
belongings were assembled, how much would 
tal? Here’s something every man should 


they to 
think about, and know beyond any semblance 


of guesswork. 

We meet men every day, some engaged in 
business, who carry a big load of debts which 
they expect to pay. The thought that they may 
he ‘unexpectedly cut off does not enter their 
heads. 

A man of our acquaintance said he had 
enough life insurance ($5000) to keep his 
family until the children, were out of school 
and he had other property. “Business debts?” 
“Oh, yes; but I’m going to pay them off,” These 
were added to little by little, and then it devel- 
oped that his partner had been unscrupulous. 
Our friend endeavored to stem the current of 
accounts that came from unlooked-for quar- 
ters, and about the time the tide was changing 
he passed on. This man should have left an 
estate in the vicinity of $50,000, but when they 
took stock of his financial condition they found 
the business was practically hankrupt. There 
were left three houses with mortgages on all. 
By careful planning, $3000 came out of the 
wreck in addition to his life insurance, but 
there were four children, besides his widow. 
Pretty hard struggle to give them an education: 
but the mother did it, overtaxed herself, and. 
about the time the oldest gir! married, the wear 
and tear had wrought their effect and she died. 
You will notice that life insurance made up the 
main part of his estate, but he did not have 
enough. Another $20,000 clear, however, would 
have placed the family on Easy street and 
shifted the load of worry from the widow’s 
shoulders. The cost would have averaged less 
than $1.50 a day for the additional coverage. 
There’s no way by which an estate can be 
created so quickly as by life insurance. Age 
thirty: annual premium, $227.90: estate, $10,- 
000. Notice the proportion. 


Life will accomplish so many 
things: provide education. pay for rent, cloth- 
ing and food, a sum to continue business after 
death, money to buy a home in old age, provide 
an income for old age, replace one’s earning- 
value and income in case of total and perma- 
nent disability—surely no man can afford to 
he without it. 


insurance 


Before you can successfully 
hope to sell it, however, you must have the 
proper conception of what you are offering a 
Prospect. A representative may he able to 
quote many premiums from memory and statis- 
tics of various kinds. He may be thoroughly 
familiar with the conditions of policy contracts 
and, with eyes shut, reel off the contents of 
the manual of instructions. These things, how- 
ever, contribute little to his success unless he 
has an honest appreciation of life-insurance ser- 
we and an undoubted heart interest in the 
family who some day may be left to do the 
best they can without the present guiding hand. 

Become fully impressed that your vocation 
requires more of you than the mere selling of 





THE SPECTATOR 





Thursday 


INDUSTRIAL INSURANCE SECTION 


A Contest Which Has Brought Sensational 
Results 


With a new high total in written life insur- 
ance of $1,372,000 the Western Pennsylvania 
Department of the Reliance Life Insurance 
Company has established the largest production 
record for the month of October in its history. 
Comparative October records for the past four 
vears, of course, show a steady increase in this 
department’s production which is best evidenced 
by the figures themselves which follow: In 
October, 10923, this volume 
amounted to $641,000 in 1924—$892,500, in 1925 
—$971,000 and during last month $1,372,000, or 
an increase of 41 per cent was the new high 
record established by the department. 

This splendid achievement has been accom- 
plished with but six additional men to the 1925 
organization and the reason given for this sen- 
sational gain is attributed to the Salesmen’s 
Triangle Contest, which Supervisor H. T. Bur- 
nett has instituted for the months of October, 
November and December. 

Jeginning October 1, 
divided the salesmen into three groups of thirty 
men each, under the following classifications: 
the general manager’s, the medical director’s 
and the vice-president’s teams. FE. G. McCor- 
mack, Dr. O. M. Eakins and H. G. Scott ac- 
cepted leadership of their individual units and 
have lent their personal efforts extensively in 
the stimulation of their men in this 
production race in the department’s experience. 

Wilson Slick, McDonald Weaver and 
Spencer Free were named as captains of the 
general manager’s team, P. F. Sheedy, James 
Ouinn, William Phipps and Arthur Ninness 
hold similar leadership in the medical direct- 
or’s, and Irwin Harris, M. I. Bernstein, Ralph 
Davis and Pasquale Giannattasio occupy similar 
positions with the vice-president’s. 

During the month of October, Wilson Slick 
was group leader for the general manager’s 
team in written commuted volume with a pro- 
duction of $140,500, C. L. Heeler of the med- 
ical director’s led his group with $1ro1,500 and 
Saul Alexandre of the vice-president’s pro- 
duced $97,000 in written commuted business and 
led his unit as the consequence. 

Supervisor Burnett is presenting six prizes to 
the outstanding producers on each team every 
week during the period of the contest. One 
prize in each group goes to the leader in writ- 
ten volume and likewise one prize to the group 
leader on number of completed sales. 


department’s 


Supervisor Burnett 


greatest 








life insurance. It is a calling wherein you can 
offer the greatest service, in providing depend- 
able estates, cashable at one hundred cents on 
the dollar at a time when there will be need 
for every nickel. 

Let’s see how many substantial estates you 
can create between now and the end of the 


vear. Your greatest concern should be to reach 


as many people as possible—The Prudential 


Weekly Record. 


29 


On the week of October 6, Wilson Slick led 
the general manager’s team with $13,000 pro- 
duction and also annexed the prize for four 
completed sales. In this week A. T. Ninness, 
of the medical directors. brought in $15,000 of 
business and P. F. Sheedy. also of this team, 
completed three As the consequence, 
each of these men won a prize. Harry Layton, 
of the vice-president’s, won a prize during this 
week for bringing in $7500 of business and L. 
R. Scardamalia also won with two completed 
sales. 


sales. 


During the week of October 13 FE. E. 
Hughes, with $20,000 production, and McDon- 
ald Weaver with five sales, won the general 
manager’s team prizes. P. F. Sheedy won two 
more prizes for $32,000 in production and seven 
sales and Saul Alexandre of the vice-presi- 
dent’s team also won a double prize with $63.- 
500 in volume and five sales. 

During the week of October 20, Wilson 
Slick repeated again with $38,000 in volume 
and he and Faulkner divided the completed 
sales prize for the general manager’s team with 
three sales each. R. S. Eckler, with $40,000 in 
volume, and Jacob Rall with 5 sales, took the 
prizes on the medical director’s team during 
this week and B. S. Bissinger, with $14,500 in 
volume, and M. Hoffman, with three sales, car- 
ried off the prizes on the vice-president’s aggre- 
gation. 

During the week of October 
Slick produced $82,441 in written 
again carried away the prize and M. J. Metz 
broke into the prize winning on the general 
manager’s team with six sales. C. L. Neeler 
with $101,500 and D. G. MacPherson, with six 
sales, also won the medical director’s team 
prizes during this week, as likewise did Saul 
Alexandre of the vice-president’s with $23,500 
volume and Pasquale Giannattasio, also on this 
aggregation, with four sales. 

In addition to the beautiful prizes offered by 
Supervisor Burnett, he will also present to each 
underwriter in the winning group who pays for 
$25,000 or an excess during the contest, an 
engraved gold handled umbrella on the even- 
ing of December 31 at a dinner-dance and 
vaudeville to be held in the William Penn 
Hotel. This promises to be a gala occasion as 
all the salesmen will attend. 

The decided stride made in the department’s 
production during the first month in which this 
contest has been on, is evidence enough of the 
enthusiastic response which the Western Penn- 
sylvania underwriters have greeted the program 
and serves as but another indication of this 
department’s tremendous froducing power. 


Wilson 
volume and 


27; 


In addition to increasing its production for 
October by 41 per cent the Western Pennsyl- 
vania department also led the entire Reliance 
Life organization throughout the United States 
in excess over allotment. 
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JOHN W. CLEGG SPEAKS 
Outlines Opportunity for Young Life 
Agents at Guardian Agency Meeting 

The improved ealiber of the life insurance 
agent and the wonderful future opportunity for 
the young man entering the business to-day 
were emphasized by John William Clegg, 
former president of the National Association 
of Life Underwriters at the third of Jack 
Berlet’s 18 Money Making Sales Talks at the 
Guardian Life Agency headquarters in Phila- 
delphia. 

“May I ask how many of you here have 
heen in life underwriting more than ten years?” 
asked Mr. Clegg, who is one of the leading 
personal producers for the Penn Mutual. “I 
see two hands raised. If I could take you back 
33 years you cculd see the advance made in our 
work—not because of the administration of our 
company from an official standpoint, but because 
of the co-operation of our life underwriters in 
our various local and national associations. In 
other words, we have washed our own linen and 
the officials of the company have followed along. 
The first thing I did when I went into the 
feld was to join my Iccal association, go there 
and say, “Now what can I do to help?” because 
any agency will rise only as high as the average 
intelligence and morality of you who constitute 
its workers; and all organizations are similarly 
controlled. To go back just a little bit, to give 
you a bit of background, conditions years ago 
were intolerable in our line of work. Anybody 
could receive a contract to write life insurance 
from a company or its general agent or man- 
ager and no questions were asked, the thought 
being that anybody who had failed, whether a 
teacher, a minister or any other line, could 
very well come into the life insurance business 
because, as the saying was, he did not need 
any capital. Well, now, when we think as to 
what capital is. we realize that he must have 
the greatest amount of capital, not in dollars 
and cents, but he must be a man first of all of 
character and secondly of ability, and I believe 
that success in our work is not attained in any 
different degree than success in other lines of 
endeavor.” 

I think that it is axiomatic, fundamental, that 
you and I should know all we possibly can 


ee 
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unlimited production. 


rights. 





Reading - Lancaster - York, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 








about the life insurance business, but I want 
to leave with you this thought—How are you 
and I going to write the life values of the 
American people unless we know their prob- 
lems? How much, may I ask, of finance do 
you know? How much of business practice 
do you know—Partnership insurance, corpora- 
tion intricacies, inheritance taxes, laws, lega- 
cies, and what-not? How can you go in and 
intelligently discuss these things with your 
client unless you know something about them. 
In my own work, I talk about life insurance 
very little, but [ do try to visualize to my clients 
their problems and how life insurance can solve 
them. I believe, first of all, though, we must 
absolutely be grounded on a sound foundation. 
May I ask you this: Do vou believe that legal 
reserve life insurance is the only plan in the 
realm of finance by which individuals may 
immediately create an estate through the invest- 
ment of moderate annual sums? If you don’t 
thoroughly believe that from the bottom of 
your feet to the top of your head, you haven't 
started. That is absolutely, to my mind. one 
of the foundations that you and I must have 

In our particular line of endeavor, I think 
that any man, any woman, who cannot boss 
themselves is not in the right business. Nothing, 
I believe, of any consequence is gained merely 
by observation, and I have been impressed with 
this fact that, of all the life underwriters (and 
I have heard the leading ones of the country 
speak) and all that I have read regarding the 
work of different underwriters leaves me with 
the impression that they just don’t tell us all, 
and the reason they don’t tell us all is because 
they cannot, because your success ana my suc- 
cess absolutely arises from the one thing that 
cannot he analyzed, and that is personality. 


INSURANCE FABLES 


New Series 


22. GO AFTER OPPORTUNITY 


“Where are you going with that rope?” said Abou Ben Adam to his 


friend the Farmer. 


“I carry this rope with me,” replied the Farmer, “‘so that if anyone 
presents me with a heifer I shall have something by which to lead her 


9 


home. 


APPLICATION 
The accomplished life underwriter not only grasps each opportunity 
that comes within his reach, but goes out and meets other opportunities 


half way. 
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What character of reading do you engage in? 
Do you do much ‘ndividual thinking along var!- 
ous lines? Are you vitally and intensely in- 
terested in the affairs of your fellow men in 
helping them solve their problems? Are you 
really earnest regarding the work you are do- 
ing, and your belief in that work? Person- 
ally I believe those things are fundamental. I 
think you can build, but your superstructure 
will depend absolutely to my mind on those 
foundation stones. That is the reason why I 
cannot here tell vou how to go out and render 
life insurance service to your clients. I cannot 
even tell you how I go out and do it, but I 
can tell vou that I am ‘ntensely and vitally in- 
terested in my fellow men and in helping to 
solve their problems, whether they be personal 
or whether they be business, and I have, to be 
successful, to know something about those prob- 
lems before I can be of assistance to my clients. 


Ontario Equitable Life Appointments 

The Ontario Equitable Life of Waterloo has 
recently opened its new offices at Calgary, Al- 
berta, and P. W. Rouleau has been appointed 
district manager for Southern Alberta. Charles 
F. Campbell has been appointed district mana- 
ger of Vancouver Island, succeeding Mr. Rou- 
leau. 





Seventy-Five Years Ago 


the Massachusetts Mutual Life Insur- 
ance Company was organized by a group 
of men with unusual foresight. They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of polHey- 
holders. 


During all these years this institution 
has faithfully maintained the spirit of 
service inaugurated at its birth. To-day 
it ranks with the best companies in the 
country and is known throughout the 
land as 


The Company of Satisfied Policyhelders 


Joseph C. Behan, Superintendent ef 
fae wi Agencies. 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 
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Your Prospect’s Future 


Is the Same As Your Own 


When you line him up for the policy he wants, and 
the policy he needs, you have made a staunch friend, 
and contented customers mean repeat orders in insur- 
ance as well as other lines of business. Sell this 
contract: 


Asay mmtarnl clOaths «ooo. 6icissicssccesiccesies $5,000 
Any accidental death.................4- 10,000 
Certain accidental deaths............... 15,000 
Accident Benefits $50 per WEEK 
(Non-cancellable) 
Also Disability Income, Waiver of Premiums, 
etc. 


All In ONE Policy 


You can see how worthy such a contract is in the hands of a 
progressive agent and we invite you to give serious considera- 
tion to the United Life ‘‘Policy You Can Sell.” 


There may be an opportunity in your town. Our Vice Presi- 
dent, Eugene E. Reed, will tell you all about it. 
Write him direct. . .. and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 


Inquire! 

















Business Is Good 


IN SOUTHWESTERN 
PENNSYLVANIA 





In that realm of southwestern Pennsylvania where 
Steel is King, business is booming these days. 

Lincoln National Life agents with their opportunity to 
write neat fitting contracts on a range of risk acceptance 
from age one day old to seventy years and upon sub- 
standard lives are getting their share of the good times. 

District Agency opportunities NOW in Armstrong, 
Butler, Beaver, Indiana, Cambria and Somerset Counties 


(nk UP()wirs THe( )LINCOLN)) 


in 














Southwestern Pennsylvania 


Address Either 


J.R. KINNEMAN, General Agent 
1413 First National Bank Building, 
Pittsburgh, Pennsylvania 
or 


The Lincoln National Life Insurance Co. 


‘*Its Name Indicates Its Character’”’ 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $450,000,000 in Force 














INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B-A., F-R:A:S. 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance 
specially adapted for the use of the underwriter, student and busi. 
ness man. It has been adopted as a text-book by Yale University, 
In the TH1rRD EpiTIoN the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages - $3.00 





Insurance Office Organization 


Managements and Accounts 
By T. E. Youn, B.A., F.R.A.S., and RicHarD Masters, A.C.A, 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr, 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YOUNG, and are elaborated in succeeding chapters by Mr. Masters, 
The general, life, firesmarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
} rove present bookkeeping methods. It contains 150 pages and is 
bound in cloth, 








Price, post paid,$1.75 





Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.50 





Accountancy. By Francis W. Pixtey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view The latest exposition of the science. 318 pages. 


Price, post paid, $2.25 





Pitmans Secretary’s Handbook. A complete secretary's 
manual prepared by HERBERT E. Bain. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
— (Second Edition, revised, omitting joint stock secretary- 
ships.) 

Price, post paid, $1.50 





Principles of Marine Law. By Lawrence DuckwortH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 

Price, post paid, $2.25 





Office Organization and Management. By Lawrence R. 
DicksEE, M. Com., F.C.A., and H. E. Brain. This volume gives in 
detail, with the aid of specially selected illustrations and copies 0 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHicAGO OFFICE 135 WILLIAM STREET 
QNBURANCE EXCHANGE NEW YORK 
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A Business Like Survey of Business 
Insurance 


By Cuarites J. SuMMERMAN 
Associate Manager, P. M. Frazer Agency, Connecticut Mutual Life Insurance Company 


In this discussion, it is necessary to narrow 
the subject down to the fundamentals of busi- 
ness insurance and then to follow this up with 
, more detailed study of partnership insurance. 

There are three kinds of businesses. The in- 
dividual ownership was the first and original 
form of business. From this there evolved the 
sartnership, and then followed a more complex 
form of business known as the corporation. 
With the increasing complexity of business 
structures, there has come about an increasing 
problem for the life underwriter. It is neces- 
sary to make an extensive study of the busi- 
ness structure and life insurance as applied 
to it in order to render insurance service in this 
feld. Without such an extensive study, how- 
ever, nevertheless, we can handle a great many 
of the smaller business cases which are found 
everywhere. 

There are certain advantages in writing busi- 

It is easier to get a man 
Consider this 
analogy. A man will invest $100 in a mime- 
ograph machine for his office without com- 
plaint but he will grumble for weeks about the 
investment of $25 in a vacuum cleaner for his 
home. He knows that both investments will 
save time and money but the mimeograph ma- 
chine represents to him a saving in time and 
money for himself. 2. The life underwriter 
will write larger policies and a greater number 
of policies. The same reasons which apply to 
the case just heretofore given will also apply 
to this. 3. Business insurance will lead to 
greater personal production. Once we write a 
man on the business plan, we have entry to his 
personal affairs. 4. It is easier to get the 
needed information for an intelligent presenta- 
tion of business insurance than it is to get fn- 
formation concerning a man’s private affairs. 
This may also be ascribed to the fact that he 
is more vitally interested in his business and 
ity welfare than in any other channel, since 
his business represents his own life work. 


ness insurance: TI. 
to invest in business insurance. 


What is the reason for business insurance? 


The System Magazine, in a study of busi- 
nesses, has estimated that only 5%4 per cent of 
all businesses survive over a period of thirty 
years, and that 45 per cent of all new busi- 
nesses die within five years. The Federal 
Trade Commission, before the war, estimated 
that there were 250,000 businesses in the United 
States. Of these concerns, 190,000 made less 
than $5000 of profits. 100,000 of this 190,000 
group made no profit at all. In other words, 
about 76 per cent of all businesses are on the 
danger line where any unexpected happening 











might throw them into insolvency. 
The small firm needs business insurance most 


From an . 
. an address bef ’ 
November 8. ss before the agency staff, Monday, 


of all; 95 per cent of all businesses which fail 
have little or no capital, oc per cent have less 
than $5000 capital. It is for this reason that 
I wish to stress business insurance as applied 
The causes of failure in 
Overbuying, poor location, 


to small businesses. 
business are many. 
failure to keep up with stvle changes, and fail- 
ure to estimate costs properly are some of these 
causes. Lack of capital, sudden disasters, and 
fraud accounted for 48.6 of all business fail- 
ures in 1919. Two of these three causes may 
be eliminated by business insurance. 

Let us see what happens in case of death in 
a business firm: First of all the credit of the 
firm is impaired. Bradstreet’s may send out a 
report that Mr. A of the firm of A-B-C died 
on a certain date. There will be no further 
comment but the result is that creditors will 
present demands for payments, banks will call 
in their loans, holders of notes may present 
them for payment, in every way there is a 
strain on the credit of the firm. Secondly, effi- 
cient operation is destroved for the time being 
until a new man has been secured to replace 
the deceased. In the third place, there will be 
a decrease in business over a period. This is 
especially true in the case of a death among 
Dividend 


consequent 


the executives of the sales force. 
be reduced with a 


There will be the ex- 


earnings 
shaking of confidence. 
pense of finding and training a new man and 
finally there will be the necessity of making an 
adjustment with the estate of the deceased, for 
which ready cash will be needed. 

Let us look, for the moment, into the nature 
of business; for business, after all, is but the 
shadow of a man or of a group of men. Busi- 
ness is but the brain power and ability of a 
man capitalized. When asked if he would con- 
sider the ruination of his steel properties a loss, 
Charles Schwab answered that he would not 
consider this a loss because these properties 
were replaceable over a period of years, “Tf,” 
he added, “my entire personnel were destroyed 
at one swoop, I should consider myself a ruined 
man because this personnel would not be re- 
placeable.” 

In summary we can conclude that the death 
of a valuable man is a distinct loss and is dan- 
gerous to any business. Sinking funds are es- 
tablished to guard against loss. 
estimate that certain machinery will be worn 
out in a period of 20 years and we set up a 
sinking fund so at the end of that period we 
will have enough money to replace the old ma- 
In the case of human value, we are 
able to estimate the value of a life. 


may 


Thus we may 


chinery. 
Life insur- 


ance, however, is the only sinking fund method 
which will guarantee the payment of a certain 
sum at an uncertain period. 

Who are the prospects for business insur- 
ance? 






They’ve Still Got Me 

Gimently Daddy, I wonder if you ken see 

The despert job that Mom’s got, takin’ care of 
Sue and me. 

Since you was taken, gee, it’s tuf, and I know 
you never thot 

How it was goan to be, or else you’d sure have 
bot 


Life insurance, like Mr. Jones did, though he 
wasn’t nice like you, 

Cafise he never played with Jane and Bill, like 
you with me and Sue. 

And gosh, Dad, when I think of it, how good 
you used to be, 

Us kids would pull and drag you, you'd dance 
us on your knee. 


You’d talk about so many things, and future 
college days, 

We'd pertend -we were the football team—what 
a racket we would raise. 

But that’s all over Dad—there’ll be no college 
day, 

Cause I’m workin’ all the time now a helpin’ 
Mom to pay 


The expenses of the house, and preparin’ Sue 
for school, 

For I want her edjicated, cause I won’t have 
time to fool 

With books and studies eny more, ’cept nuw 
and then at nite; 

And less I give poor Sue the chance, I wouldn’t 
feel jus rite. 


Cause she’s cute, and Daddy she’s sweet as she 
can be, 

And without schoolin’ she would have, a harder 
time than me; 

So Dad, believe me when I say, with every 
extra dime, 

I’m buyin’ life insurance too, to guard against 
the time 


When I might go like you did, leavin’ Mom and 
little Sue— 

Gosh, I hate to think of it—I don’t know what 
they’d do. 

You left without insurance, Dad, which I know 
was not your plan 

But they’ve still got me, and listen Dad, I'll 
do the best I can. 

—LittLtE Jimmie, Office Boy of the 
Prairie Life Insurance Company. 


Columbus Mutual Expanding 
The Columbus Mutual Life Insurance Com- 
Columbus, Ohio, has just received its 
the States of 


pany, 
license to transact business in 
North Carolin? and Minnesota. 

The company states they are closing con- 
tracts with a number of high-class producers 
and organizers in each State, and if present 
negotiations are consummated there will be an 
agency force of established reputation and 
clientele of several hundred men to produce 
business in the State of Minnesota. 





Western and Southern Life News Items 

Arthur Vercoe, formerly assistant at Glous- 
ter, who entered the company’s service eleven 
years ago, has been appointed superintendent 
at Steubenville. 

The ordinary leaders for the year to October 
II were: Superintendent H. W. Walters, 
Barberton; Assistant Superintendent Wayne 
Curtis, Gary, and Agent A. Guba, Gary. 

The standing of divisions in the ten weeks’ 
ordinary football season is as follows: Divi- 
sion A, Division E, Division B, Division C, 
Division D, Division F. Banquets will be 
awarded to the two leading districts in each 
of these divisions. 

The annual Hallowe’en party was given by 
the Western & Southern Welfare Club on 
October 290. Every member was masked. 

The promotion of Assistant A. J. Work- 
man, of Portsmouth, to superintendent of the 
Parkersburg district is announced. 

Trophy winners for October: Division A, 
Middletown; Division B, Barberton; Division 
C, Butler; Division D, Lafayette; Division E, 
Chicago-Cicero; Division F, Granite City. 

The leading district in low arrears for 1926 
is Evansville under Superintendent E. Shoe- 
maker, the leading assistant superintendent {s 
J. Montgomery of Peoria, and the leading agent 
is W. D. Butts, of Chillicothe. 

The standing of the divisions in the ten 
weeks’ ordinary football season is as follows: 
Division E, Division A, Division B, Division 
C, Division D, Division F. 


Good Intentions Create No Pensions 

Economists and statisticians tell us that 65 
per cent of the people live from pay-day to pay- 
day; they put nothing aside for a rainy day. 

That’s nothing new to us. When a man has 
been on a debit any length of time he is some- 
thing of an economist himself. He knows that 
most people “live up to” every cent of their 
income. 

Most of the folks intend to save some time. 
They would resent being called wasteful or 
extravagant, but good intentions create no pen- 
sions. 

These people are good buyers. They have a 
car, a radio, a phonograph and other luxuries 
which are now so common as to be rated as 
necessities. People simply won’t do without 
them, and they pay for them, too. 

The average person pays his debts, even if 
they are on the instalment plan. If people 
didn’t meet their obligations, our economic sys- 
tem would collapse. 

If saving money was included amongst the 
average family’s obligations on the same easy 
terms as their other obligations, they would 
meet their savings obligations ag regularly as 
they meet others. 

But saving is not usually treated as an ob- 
ligation. The savings banks take people’s de- 
posits if and when they make them. There is 
no obligation to make’ deposits, and that ac- 
counts for the fact that most people don’t make 
them, and many who do save at the bank make 
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PRUDENTIAL NOTES 


L. Wilson Frisbee Honored on 
Anniversary 


SERVED FORTY-FIVE YEARS 


Many Appointments to Assistancies An- 
nounced—New Boston Office 

The Boston office of the Prudential Insur- 
ance Company of America will within a few 
days be removed from their present offices on 
Boylston street to the new Statler building, ad- 
joining the new Statler Hotel in Park square. 
Here they will have the greater part of one 
of the upper floors. 

The Park square district is the fastest grow- 
ing business spot in New England. Retail 
stores and offices are being removed daily from 
the downtown section into the new Park square 
district. That this new district may soon be an 
important part of the insurance district of the 
city is indicated by the move of the Prudential 
offices to the new Statler building which is 
within a stone’s throw of the John Hancock 
building. The home offices of the latter com- 
pany were one of the first of the many new and 
beautiful buildings to be erected in ths section. 
When their buildings was proposed it was con- 
sidered a most drastic step to leave the down- 
town insurance district for the Back Bay. 

A name that is looming large in the Taren- 
tum, Pa., district is Ramsey. Two of them 
are agents, W. Bain and William B. The 
others are assistant superintendents, Elias and 
John C. Each of these men has compiled pro- 
duction records that stand out as most satis- 
factory. Each is listed in the “Weekly Rec- 
ord” for ordinary, while the combined indus- 
trial would make many a_ superintendent 
secretly wish for them on his staff. 

A Class “B” agent of the Prudential Old 
Guard who rarely sees a week go by without 
drawing special salary and writing ordinary 
business is Percy J. Clark, of the Meadville, 
Pa., assistancy, Oil City district. ~He has qual- 








deposits at long and irregular intervals, depend- 
ing on the demands on the family income. 

If banks sent collectors around for deposits, 
people would pay them just as they pay other 
collectors, but banks don’t send collectors for 
savings deposits. 

Life insurance companies send collectors for 
deposits on life insurance estates. 

People pay their life insurance premiums just 
as they do their obligations. 

By talking bigger figures and writing larger 
policies, the life insurance agent can change 
things around so that the family that lives from 
pay-day to pay-day can include a life insurance 
estate amongst their instalment payments—and. 
by the way, remind your prospects that the in- 
stallments on their life 
death or total disability, while instalments on 
everything else are still due and payable.—Thie 
Western and Southern Field News. 
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ified for a bronze merit button and is now g 
a short distance from a silver “silent caja 
man.” Mr. Clark has joined the progre 
trend and keeps the arrears at a figure (i 
eases his mind and enables him to concent 
on spreading protection and satisfying his pal 
icyholders. 4 
Recent promotions to assistant superil 
intendencies in Division E are Joseph # 
McCluskey, J. Leslie De Moss and Harry § 
Henning, all assigned to the Pittsburgh Num 
ber 3 district. 3 
During the months of September 
October, Division “A” promoted seven vent 
to assistant superintendents. Agent John 
3ourne was promoted in the New Rochelle dig 
trict; Robert W. Moore, New York Number 
8; Alfred Lueftschitz, New York; Number It 
Arthur J. Goodwin, Mount Vernon; Leslie 
Harris, New York Number 12; George . 
Leibman, New York Number to, and Peter 
Healy, New York Number 3. 4 
At the end of October, the Maspeth, L, . 
district led Division “B” in maintaining he 
lowest percentage of ordinary net lapses anf 
is ranked among the leaders of the company i 
this particular feature. Superintendent 
Larkin and his staff have been commended f 
this achievement and are expected to rank ong. 
two or three in the final standing of the ¢ 
pany’s leaders at the close of the current y 
For the week of November 1, Lawrence Jj 
Roll was appointed an assistant superintende 
ent in the Buffalo Number 3 district. He be 
gan his service with the company in that digg 
trict as an agent on April 5, 10920. 4 
Associates of L. Wilson Frisbee, superintente 
ent of the Orange, N. J., district of the Prm 
dential Insurance Company of America, gate 
ered at the company’s home office, last week 
to do him honor on the forty-fifth anniver: ary 
of his employment. ” 
There will be a business meeting at foi 
o'clock this afternoon and at 6:30 a di nef 
will be served in the home office dining room, 
Addresses of felicitation will be made by se 
eral of the company executives. ; 
Superintendent Frisbee is one of the § 
warts of the Prudential’s field forces. Wheth 
he enrolled as an inspector in the early days, 
of the company it was a struggling organiza 
tion and there was little indication of the gre@é 
growth in store. He won early recognition 5 
an executive of the ability and in 1884 became 
an acting superintendent, serving in the News 
ark district. On January 2, 1888, came his prog 
motion to the rank of superintendent, in charge) 
of the Newark Number 1 district, and he has. 
served as a superintendent ever since that tt C 
In 1909, Superintendent Frishee was assigned) 
to the Orange district. He makes his home 
77 South Munn avenue, Fast Orange. 


S. S. Huebner Addresses Virginia Life Met 
RicuMmonp, Va., November 13.—Dr. S. 
Huebner, of the Wharton School of Finamtty 
delivered an address in Norfolk, Va., Novettt= 
ber 12, under the auspices of the Norfolke 
Portsmouth Association of Life Underwrit 
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